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Quality .. Stability .. Service 


QUALITY 


Quality in life insurance contracts is a result of management, mortality and interest 
earnings. 
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The Pilot Life, as a result of its policy of operating in a restricted territory has low 
operating expenses. It has an outstanding mortality experience, the twenty-year 
average mortality for the Pilot being 50.70% of the expected. These factors, com- 
bined with good investments yielding a net interest return of 4.6%, mean not only 
low cost insurance now, but continued low cost in the future. 
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STABILITY 


The officers of the Pilot Life Insurance Company are full-time life insurance men 
who have spent their entire business careers in life insurance. Under their leader- 
ship—even during the depression years—the Company has made remarkable prog- 
ress, increasing its assets over 66% and its insurance in force over 35% in the ten- 
year period ending December 31, 1938. Its assets are conservatively appraised, be- 
ing carried well below the market valuation, and yet during this ten-year period, 
interest earnings were at the unusually high average rate of 4.6% net. Reflecting 
the conservative nature of these investments, over 24% of the Company’s assets 
are in securities guaranteed by the United States government. 
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SERVICE 


Although larger than 75% of all companies operating in the United States, the 
Pilot maintains a close personal relationship between the Home Office, its field rep- 
resentatives and its policyholders. 
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The Company pays all claims the same day proof of death is received. It has a 
liberal group of policies, offering protection from birth to age 65, protection for 
women, and a special Term to 65 policy. With a number of branch offices strateg- 
ically located, prompt and high-type service is given to all inquiries and requests 
from policyholders and beneficiaries. 


J. PILOT LIFE , 
“ec Sa), INSURANCE LOMPANY 


Emry C. Green, President 
Greensboro, North Carolina 
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Parkinson and Pink 
Chief Speakers at 
Equitable Banquet 


Big Company Celebrated 
the Eightieth Anniversary 
of Its Founding 


There were two notable addresses 
made at the 80th anniversary dinner of 
the Equitable Society last week, one 
being by President T. I. Parkinson and 
the other by Insurance Superintendent 
L. H. Pink of New York. Mr. Parkin- 
son said that among the factors which 
have contributed to the Equitable’s prog- 
ress is that those connected with the 
management and interested in the com- 
pany have been the beneficiaries of time. 
There is a balance which comes with 
years, he said, a sense of proportion and 
the capacity for coordination of the les- 
sons of experience. Time and experi- 
ence, he added, ripen judgment and but- 
tress character. 


Criticism of Life Insurance 


Sometimes companies are subjected to 
criticism and when this emanates from 
the self appointed tribunes of the disin- 
herited, President Parkinson said, it fre- 
quently ignores the living purpose of a 
life company, the fact that it is a co- 
operative and the fact that it exists 
solely for the benefit of its policyholders 
and their beneficiaries. Life insurance, 
he said, is not a saving scheme for each 
individual policyholder but a cooperative 
contribution to the payments made on 
account of those members of the group 
who die within the period for which the 
premium is paid. 

It was early recognized, in the conduct 
of the business, Mr. Parkinson said, that 
a life company must always take the 
long view of things. The mortality 
tables, actuarial formulae and investment 
of funds emphasize that soundness which 
means security. Sometimes, Mr. Park- 
inson said, the company management has 
the feeling that over-emphasis in some 
quarters on the element of saving, which 
1s involved in the accumulation of life in- 
Surance funds rather than its basic ob- 
ject of protection against financial losses 


due to death will be corrected in due 
course, 


Are Large Companies Dangerous? 


Speaking further, President Parkinson 
said, “It is certainly a curious kind of 
Cynicism that gives rise to current vio- 
lent phrases, criticising the concentration 
of capital just when, by discriminatory 
taxation and wholesale restraint of trade 
by a bureaucratic regulation, public pol- 
Icy 1s coercing little business everywhere 
in this and into surrender to big busi- 
ness. Business, after all, he said, is 
_ an absolute term and so far as the 
quutable 1S concerned Mr. Parkinson 
oes not yet foresee the day when its 
size will constitute an impairment of the 
Capacity of the management to adminis- 
(CONTINUED ON LAST PAGE) 





Announce Final Program 
of St. Louis Main Sessions 


Twenty-one speakers, including 12 
representatives of life insurance and 
nine nationally known Americans, will 
speak before the main sessions of the 
golden anniversary convention of the 
National Association of Life Underwrit- 
ters in St. Louis Sept. 25-29, according 
to the announcement of the complete 
program, made by Ralph G. Engelsman 
of New York. 

The authorities from outside the busi- 
ness who are scheduled to appear on 
the program will talk on the theme of 
the convention, “The Contribution 
American Life Insurance Has Made to 
American Life.’ The insurance men 
will discuss specific phases of selling, 
which will feature fast-moving, individ- 
ualized marketing ideas. 

All of the talks on the convention 

program will be brief. Each of the 
speakers has a definite message. 
’ Special features include a dramatiza- 
tion and one of the first performances 
of the life insurance film, “Yours Truly, 
Ed Graham,” on Wednesday morning; 
a special session with selling facts and 
the Million Dollar Round Table hour 
Wednesday afternoon; the conferment 
exercises of the American College of 
Life Underwriters Thursday morning; 
greetings from another group celebrat- 
ing its fiftieth anniversary, the Associa- 
tion of Life Insurance Medical Direc- 
tors Friday morning, and the fellow- 
ship luncheon Friday noon. 

The complete program of the main 
convention sessions is: 


Wednesday Morning, Sept. 27 
Holgar J. Johnson, Penn Mutual, Pitts- 
burgh, national president, presiding. 
Invocation—Rev. C. Oscar Johnson, 

pastor Third Baptist Church. 
Singing—Led by Walter Jenkins, Hous- 
ton 


Welcome from convention host. 

Introduction of special guests. 

Dramatization—‘Fifty Years of Growth 
and Progress—Past and Present.” 

Message of the president—Holgar J. 
Johnson. 

“Yours Truly, Ed Graham’—A mo- 
tion picture about security through life 
insurance. 

Dr. Harold Glenn Moulton, president 
the Brookings Institution, Washington, 
BD; '€. 

Harold E. Stassen, governor of Minne- 
sota. 

Wednesday Afternoon 


O. Sam Cummings, Kansas City Life, 

Dallas, presiding. 

“What's the Top?”—Frank L. McFar- 
lane, Aetna Life, Cleveland. 

“Closing” — Milton Sherman, general 
agent Connecticut Mutual, Buffalo. 

“Pleasure, Profit and a Balanced Bud- 
get Through Weekly Production’”—Philip 
T. Aubin, Connecticut General, Chicago. 

“The Hidden Value of a Sale”’—G, Gil- 
son Terriberry, Mutual Benefit, New 
York. 

“Selling Is a Game”—Jack McCord, 
general agent Columbian National Life, 
Los Angeles. 

“Life Insurance Selling—A Profession” 
—Gale F. Johnston, divisional sales man- 
ager Metropolitan Life, St. Louis. 

“The Million Dollar Round Table 


Thursday Morning, Sept. 28 


Ralph G. Engelsman, Penn Mutual, New 
“York, presiding. 
Invocation—Very Rev. Martin J. O’Mal- 





ley, president Kenrick Seminary, Webs- 

ters Groves, Mo. 

Matthew Woll, vice-president American 
Federation of Labor, New York. 

John W. Hanes, under secretary of the 
treasury, Washington. 

Fred A. Healy, vice-president and ad- 
vertising director the Curtis Publishing 
Company, Philadelphia. 

Juan T. Trippe, president and general 
manager Pan American Airways System, 
New York. 

American College of Life Underwriters, 
conferment exercises, Dr. S. S. Huebner, 
president, presiding. 

Conferment address—John Marshall Hol- 
combe, Jr., manager Sales Research 
Bureau, Hartford. 

Presentation of C. L. U. Candidates—Dr. 
David McCahan, dean. 

Conferment of Diplomas—Dr. S. S. Hueb- 
ner. 


Friday Morning, Sept. 29 


Charles J. Zimmerman, Connecticut Mu- 
tual, Chicago, presiding. 
Invocation—Rabbi Ferdinand M. 

serman, Temple Israel. 

Reports of the committees on resolu- 
tions and nominations. 

Branch Rickey, vice-president and 
general manager, St. Louis Cardinals 
baseball team, St. Louis. 

The Annual Message of Life Insurance. 

Ruth Bryan Owen, former minister to 
Denmark, New York. 

Dr. Henry Wireman Cook, president 
Association of Life Insurance Medical 
Directors. 

Bertrand J. Perry, 
chusetts Mutual Life. 

Dramatization—‘Fifty Years of Growth 
and Progress—Present and Future.” 


Is- 


president Massa- 


Friday Noon 


Fellowship Hour—George E. Lackey, 
Massachusetts Mutual, Detroit, chair- 
man. 

Music and entertainment under the di- 
rection of Walter Jenkins, Houston. 
Presentation of new officers, all trustees, 
past national presidents, St. Louis of- 
ficers and committee chairmen, and 
members of the headquarters staff. 
Address—Robert E. L. Hill, administra- 
tive officer and director of alumni ac- 
—* University of Missouri, Colum- 

ia. 
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Superintendent 


WASHINGTON—Avoiding a politi- 
cal appointment, the three-man District 
of Columbia commission has promoted 
Albert Fite Jordan, insurance depart- 
ment employe since 1937, to be superin- 
tendent of insurance to succeed J. Balch 
Moor, who died July 22. 


Formerly Served in Virginia 


Mr. Jordan, who is 35, was not an ap- 
plicant for the post, which carries a sal- 
ary of $5,600 a year. Since September, 
1937, he has been a rate-making expert 
for the department, previous to which he 
was employed in the Virginia depart- 
ment for four years and before that was 
employed for five years by the Virginia 
insurance rating bureau. 

In 1938 Mr. Jordan assisted at the 
request of Governor White in the Mis- 
sissippi legislative insurance investiga- 
tion. He is a native of Tennessee. 





Easing of Drastic 
Extension Stand 
Held Inevitable 


Iowa Attitude Would 
Help Speculators, Not 
Farmers, If Enforced 


Life company mortgage officials who 
have been following the Iowa situation 
which culminated in Commissioner 
Fischer’s recent reported refusal to 
grant institutional owners further ex- 
tensions of the right to hold foreclosed 
land in that state are quite generally 
of the belief that drastic enforcement of 
his policy would prove so unpopular with 
Iowa farmers that he would be forced 
to modify his stand entirely apart from 
its effect on the insurance companies. 

As far as non-lowa companies are 
concerned, there is considerable doubt 
as to how far the Iowa department can 
go in preventing them from continuing 
to hold Iowa property which they have 
acquired. Up to now there has been 
reciprocity among the states. Where a 
company domiciled in one state owns 
foreclosed property in another _ state 
where it is licensed, the latter’s insur- 
ance commissioner customarily follows 
the ruling of the domiciliary state. 
However, there is nothing to enforce 
this reciprocity if any commissioner 
chose to go against it. 


Would Face Court Fight 


Any drastic action, such as canceling 
its Iowa license, against a non-lowa 
company would certainly be contested 
in the courts. Of course, if Commis- 
sioner Fischer should limit his action to 
forcing companies to carry unauthorized 
Iowa real estate as a non-admitted asset 
it would be of little importance, since 
companies would be abundantly solvent 
even if they wrote off all their Iowa 
properties. 

It is not entirely clear what is back 
of Mr. Fischer’s move. The more char- 
itably inclined believe that the present 
state regime has been misled by the 
clamor raised by remnants of the old 
Farmer’s Holiday movement who have 
succeeded in making an amount of noise 
esti out of proportion to their num- 
ers. 


No Followers of Iowa Lead 


So far there has been no indication 
that other states are likely to follow Mr. 
Fischer’s lead. There is good reason 
to believe that the combination of cir- 
cumstances entering into the Iowa sit- 
uation is not duplicated elsewhere to an 
extent that would result in similar dras- 
tic action. { 

Because of its importance as a farm 
state and the extremes to which the in- 
flation in farm land values went in the 
agricultural boom of the 1920’s, a com- 
paratively large amount of Iowa farm 
land was taken over by mortgagees dur- 
ing the depression, many of these mort- 

(CONTINUED ON PAGE 9) 
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Success of Standardized 
Plans Bringing Wide Use 


NEW YORK—Ever since the days 
when a new agent’s education meant 
giving him a rate book, a sample policy 
and a slap on the back, life companies 
have sought to evolve a technique which 
would systematize sales efforts and cut 
down the waste in time and effort that 
has kept a needlessly large number of 
salesmen from getting out of the medi- 
ocre classification. 

All the precincts haven’t yet been 
heard from but enough returns are in 
to indicate that the best answer has 
been found in the standardized simpli- 
fied programming presentation adopted 
by some half dozen companies begin- 
ning with the Home Life of New York 
five years ago, the most recent converts 
being the Equitable Society and the 
Guardian Life of New York. Several 
more companies are thinking of taking 
the step. Those who have worked with 
these plans believe that they will gain 
wider and wider acceptance, finally be- 
coming as universally accepted as, say, 
the family income idea. 


Numerous Variations 


Like the family income plans these 
sales presentations have the same basic 
principles but to an even greater extent 
each company has its own particular 
variations. The features common to all 
are that first, they provide a track to 
run the interview on, which of course, 
is a characteristic of any organized 
sales presentation. The track is particu- 
larly important in getting control of the 
interview back into the agent’s hands 
after the prospect starts out on a tan- 
gent. 

The most characteristic point of these 
sales plans is that they get the prospect 
to commit himself to certain objectives, 
not in terms of how much life insurance 
or annuities he would like to own, but 
in the way of income for his family if 
he were to die or for himself and his 
family after he reaches retirement age. 
Along with this feature is a system for 
getting the desired information not only 
as to general aims but specific data on 
the prospect’s income and _ expenses, 
ages of himself, his wife, and the chil- 
dren and other pertinent facts. 


Objectives Are Minimums 


The heart of the system is getting 
the prospect to commit himself to his 
minimum objectives. The agent doesn’t 
tell the, prospect what to do. The pros- 
pect tells the agent what he wants. In 
fact, the agent must keep hammering 
at these objectives to get the prospect 
to bring them down to a reasonable 
point or the additional insurance cost is 
sure to be prohibitively high. The in- 
come figures must be brought down to 
the point where the prospect says with 
sincere conviction, “No, I couldn’t cut 
it down any further. My family couldn’t 
possibly live on less than that.” 

The third hallmark of the basic plan 
is that it is a two interview proposition. 
No attempt is made to sell on the first 
interview. The agent is merely inter- 
ested in getting a commitment from the 
prospect as to his minimum needs. Sell- 
ing is done on the second or a subse- 
quent interview. Motivation consists 
not in making the prospect want life 
insurance but in making him want to 
solve his problems. If he wants to solve 
the problems the buying of the addi- 
tional insurance follows automatically 
but otherwise it is no sale. 


How Plans Differ 


Individual company variations from 
the foregoing basic plan are numerous. 
Partisans of individual systems would 
probably contend that the particular 
features of their plan cause it to be 
superior to all others. Objective ap- 


praisals of all the systems is somewhat 
difficult, since they all appear to work 
well and where they do not it seems 
to be more the lack of selling the plan 
to the agents than anything the matter 





'with the fundamental principles them- 


selves that is at fault. 

Some plans rely on implanting the 
prescribed technique in the minds*of the 
agents, without much use of charts or 
mechanical devices. The Home Life, 
for example, follows this course. A vis- 
ual sales manual is used in the inter- 
view but the salesman carries the rest 
of the plan in his head. The Guardian 
of New York, on the other hand, uses 
a mechanical aid which lets the pros- 
pect draw his own chart of objectives. 
Agents can learn the sales talk that goes 
with it if they choose but the choice is 
entirely up to them. It is worth noting, 
however, that in the short time the Guar- 
dian has used this plan that practically 
all its agents come pretty close to using 
the suggested sales talk. 


Contrast in Handling 


Probably the Guardian and the Mu- 
tual Benefit furnish the greatest con- 
trast in the method of getting agents 
to use the system. The Guardian agents 
can use the “graph-estate” as it is called 
or they can use the graph sheet without 
the mechanical ruling device. The Mu- 
tual Benefit, on the other hand, does 
not permit agents to use its “anala- 
graph” until they have met certain re- 
quirements. They must take an inten- 
sive course in the use of the device and 
are permitted to use it only if they keep 
on meeting the requirements in the way 
of production. Here again, both sys- 
tems appear to work very well so it is 
difficult to say whether it is better to 
make the mechanical aids easy to get 
or a special privilege. 

As between using mechanical devices 
and not using them, opinion is divided. 
Those in favor of them point out that 
they help materially in getting a pros- 
pect’s cooperation by letting him draw 
his own chart of objectives. Also the 
novelty of the contrivance takes his eye 
and his attention and gives the agent 
something new to show to old clients 
or lukewarm prospects. 


Fear Novelty Will Fade 


Those who take the opposite view 
fear that when the novelty of the me- 
chanical device wears off it will be neces- 
sary to produce a new aid to take its 
place. They feel that the emphasis 
should go on training the agents in a 
new technique and in giving him a new 
conception of life insurance, which he 
in turn transmits to the prospect. 

As to the practicability of this gen- 
eral type of sales talk, it is worth noting 
that no company which has gone in for 
it in serious fashion has dropped it and 
that the Home Life, the first to insti- 
tute such a system on a company wide 
basis is more enthusiastic than ever 
about the plan. 


Enthusiasm Justified 


That the Home Life’s enthusiasm is 
justified is borne out by the fact that 
its average policy is extremely high, a 
fact which is attributed directly to the 
use of its “Planned Estates’ system. 

According to W. P. Worthington, 
Home Life superintendent of agencies, 
no company should try a plan unless 
willing to build its whole program of 
recruiting, training and _ supervision 
around it. If poor jobs of programming 
are done by poorly qualified men, Mr. 
Worthington feels that it would put the 
whole programming idea in disrepute 
with the insuring public. The use of 
the plan involves a considerable amount 
of training and this in turn means man- 
agers, supervisors and others qualified 
to put the plan into effect as well as 
actually having a plan to inaugurate. 





General Agent at Appleton, Wis. 


The Mutual Trust Life of Chicago 
announces the appointment of M. B. 
Herner, as general agent at Appleton, 
Wis., for the counties of Outagamie, 





Winnebago, Fond du Lac and Calumet. 
Since 1930 he has been associated with 
the Oshkosh agency of the Northwest- 
ern Mutual Life. He has been a con- 
sistent producer having made the honor 
roll eight years out of the nine years 
he has been in the business. During 
1931-33 he earned the bronze, silver and 
gold buttons, successively and_ has 
always been one of the leaders of his 
agency. 


Proceeds Left for Monthly 
Payments Are Not Taxable 


LANSING, MICH.—Life policy pro- 
ceeds left with insurers for payment to 
named beneficiaries on an installment 
basis are not subject to inheritance tax 
in Michigan, the attorney-general’s de- 
partment has ruled. 

The opinion holds that there is a dis- 
tinction under the Michigan rule be- 
tween an insurance trust administered 
by a trust company or an individual or 
corporation other than the beneficiary 
and a trust agreement entered into with 
the insurer itself. 

A previous opinion, prepared under 
the regime of Attorney-General Starr 
last October, had held that the pro- 
ceeds from life policies payable directly 
to a named beneficiary could not be 
levied upon under the inheritance tax 
law while similar proceeds payable to 
a trustee for the use of the same bene- 
ficiary would be subject to the tax. This 
view upheld a previous ruling. 

“The controlling distinction under the 
Michigan rule is that where the funds 
pass by the terms of a trust agreement 
entered into between the trustee and 
the donor, they are taxable; where the 
funds pass by contract entered into be- 
tween the assured and the insurance 
company they are not taxable,” the opin- 
ion stated. 

“Most contracts contain optional set- 
tlement provisions. These supplemen- 
tary contracts arise out of the policy 
terms and are between the company 
and the insured. The funds are not left 
in trust and are retained by the com- 
pany as part of its general fund. The 
only difference is that instead of pay- 
ment being made in lump sum at ma- 
turity, it is paid in installments, the un- 
paid balance earning interest in many 
cases.” 








Edwards Again the Host 


J. Stanley Edwards of Denver is to 
be host at the regional meeting of Aetna 
Life at Colorado Springs, Sept. 5-8, for 
qualifiers west of the Mississippi. The 
attendance is expected to be about 500. 

The Edwards agency has represented 
Aetna Life in the Rocky Mountain ter- 
ritory for 40 years, handling Colorado 
and Wyoming. Mr. Edwards reports 
that in the July campaign just closed the 
increase of new business was 35 percent 
over any previous July. 

Recently the agency added to its per- 
sonnel J. M. Caldwell as assistant gen- 
eral agent, who was formerly with 
Aetna Life in Wichita. Mr. Caldwell 
succeeds Louis A. LeLaurin who was 
promoted from the Denver agency to 
Louisville as general agent. During Mr. 
Edwards’ career, 12 men have left his 
agency to take positions with Aetna and 
other companies as general agents. 

Mr. Edwards, who is a past president 
of the National Association of Life Un- 
derwriters, will attend the St. Louis 
convention. 





American Institute Meeting 


The autumn meeting of the American 
Institute of Actuaries will be held at 
the Edgewater Beach Hotel, Chicago, 
Nov. 2-3. R. A. Hohaus, Metropolitan 
Life, is president. 





Harry P. Brown, 60, a specialist in 
group insurance, with headquarters for 
some years in North Carolina and for 
the past five years located in Pasadena, 
Cal., died in Fall River, his summer 
home. He graduated from Harvard in 
1903. 








Campaign for Samuels 
as Trustee Progresses 





DENVER—The Denver committee 
sponsoring Isadore Samuels for reelec- 
tion as trustee of the National Associa- 
tion of Life Underwriters reports that 
the following associations have now en- 
dorsed Mr. Samuels, in addition to the 
Denver and the three other Colorado 
associations: Cincinnati, Peoria, Mon- 
tana, San Antonio, Utah, and Wyoming. 
The committee has received endorse- 
ments from the following National as- 
sociation leaders and_ ex-presidents: 
John W. Clegg, Philadelphia; John W. 
Yates, Los Angeles; Grant Taggart, 
Cowley, Wryo.; . Sam Cummings, 
Dallas; Robert L. Jones, New York; 
Harry T. Wright, Chicago; Neil D. 
Sills, Richmond; Ernest J. Clark Bal- 
timore; Graham C. Wells, New York; 
C. Vivian Anderson, Cincinnati; Lester 
O. Schriver, Peoria; George E. Lackey, 
Detroit; Frank C. Wigginton, Pitts- 
burgh. 





Reorganization Law Enacted 


OKLAHOMA CITY—House bill 394 
enacted in the last session of the Okla- 
homa legislature amends the laws re- 
garding mutual benefit associations, au- 
thorizing such associations to reorgan- 
ize as stock or mutual reserve life asso- 
ciations. 

Admitted assets in mortuary or re- 
serve fund of at least $100,000 in ex- 
cess of its matured claim liabilities are 
required. 


Midland Mutual Victors Feted 


An outing was held at Cedar Point 
on Lake Erie, for the winners in the 
baseball contest, ending June 30, of 
Midland Mutual Life. The winning 
team included Charles E. Schaad agency, 
Marion, O.; A. G. Gabriel agency, De- 
troit; Hanford Bergman agency, To- 
ledo; V. L. Ballentine agency, Spring- 
field, O.; Jesse M. Lust agency, Tiffin, 
O., and George H. Tibbetts agency, 
Lansing, Mich. These agencies pro- 
duced more than a half million in the 
three month period beginning April 1. 

Charles E. Schaad, captain, was pre- 
sented, by his colleagues, with an air- 
conditioned lamp, in honor of leading 
his team to victory, and also in honor 
of his seventieth birthday. 

There were more than 60 in atten- 
dance. 


Lincoln National Outing 


Nearly 200 northern Indiana agents 
of the Lincoln National Life and their 
families will attend the annual picnic 
at Lake Wawasee, Ind., Aug. 12. W. 
T. Plogsterth, director of field service, 
will be the principal speaker at a sales 
meeting. Other speakers will be Gail 
H. Beamer, Fort Wayne, and George 
C. Jackson, Gary. General Agent V. J. 
Harrold will preside. The annual base- 
ball rivalry between the Fort Wayne 
and the up-state salesmen will be re- 
newed for a trophy won last year by the 
up-staters. 


New Agent Writes 30 Apps 


NEWARK — After completing his 
training course in the Travelers home 
office school, F. G. Lanahan of the 
branch office in this city began his spe- 
cialized training period March 25. He 
completed his 13th week in training 
June 24, or the half way mark, in this 
period writing 30 applications, 19 being 
life and 11 accident. 

This feat is unusual. His average was 
better than two applications a week. 


Manager H. J. Garretson of the south- 
ern California office of Fidelity Mutual 
Life, celebrated the first anniversary of 
his taking charge of the office by being 
host to his force at a swimming party 
and barbecue at his home. . 

Mr. Garretson has opened a district 
office in Long Beach with the H. Johns 
general insurance agency as representa- 
tives and with Frank C. Johns in charge 
of Fidelity Mutual business. 
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Name Speakers for 
Counsel Federation 


The program is announced for the 
convention of the Federation of Insur- 
ance Counsel at Rye, N. Y., Aug. 28-30. 

The speakers are: Superintendent 
Pink of New York on “Proposed Plans 
of Automobile Insurance”; Sterling 
Pierson, counsel Equitable Society, 
“Some Effects of the New York Code 
Upon the Law Relating to Life Insur- 
ance’; A. Pearley Feen, home_ office 
counsel and director Burlington Mutual 
Fire, “The Standard Fire Insurance 
Contract—An Anomaly”; E. W. Saw- 
yer, attorney National Bureau of Cas- 
ualty & Surety Underwriters, “Surety 
Litigation”; H. Beale Rollins of Bal- 
timore, “Defending Automobile Negli- 
gence in Federal Courts.” . 

On the first night a dinner dance will 
be held at the Beach Club. One after- 
noon will be devoted to a golf tourna- 
ment. 

William J. Maloney of Rochester, 
N. Y., is chairman of the entertainment 
committee; William A. Porteous, Jr., 
New Orleans, is chairman of the golf 
committee, and Mrs. George Burns, 
Rochester, heads the hostess committee. 





Insurance Advisers Bill Is 
Law in Massachusetts 


BOSTON—The “insurance advisers” 
bill advocated by life underwriters as- 
sociations of Boston and Massachusetts 
passed the legislature and was signed 
by the governor. It requires all indi- 
viduals or corporations acting as insur- 
ance advisers, counsellors or analysts to 
take an examination and satisfy the 
commissioner of their fitness to serve 
insured. They must pay $25 fee, the 
same as brokers, must keep complete 
records, and use only contract forms 
approved by the commissioner. Dupli- 
cate copies of contracts must be fur- 
nished each client and be available to 
the commissioner upon request. Vio- 
lation calls for a penalty of $50 to $500 
and/or six months in jail. 

On the same day the bill was passed 
the Massachusetts Association of Insur- 
ance Brokers voted to oppose the bill. 
Objection to the bill, as voiced at hear- 
ings, was that it placed all “advisers” 
on the same basis as brokers and would 
undoubtedly apply to certain fire and 
casualty technicians not within the 
meaning of the act. 

Life insurance interests desired only 
to have the bill apply to the class of 
“advisers” who were advising policy- 
holders to switch their insurance and 
exacting a certain percentage of the 
cash value of policies for their services, 
and had no objection to the amend- 
ments desired by the brokers’ associa- 
tion. The bill was proposed by and 
sponsored by the commissioner. 


Canadian Life Sales Up 1.3% 
in First Six Months 


TORONTO —Life insurance sales in 
Canada and Newfoundland, based on 
returns from 18 companies with 84 per- 
cent of the business in force, increased 
$2,494,000, or 1.3 percent, in the first 
half of 1939 over the same period last 
year, the Canadian Life Insurance Of- 
ficers Association reported. Sales for 
the first six months this year totaled 
$192,543,000, as compared with $190,- 
049,000 for the same period of 1938. 

Largest percentage gain for the first 
half year was shown in Saskatchewan, 
Sales being up 14.4 percent. Manitoba 
and Prince Edward Island were next, 
each being 10.9 percent ahead. De- 
creases were shown for New Bruns- 
wick, 5.1 percent; British Columbia 1.3 
percent; and Quebec 0.7 percent. Or.- 
tario, with $87,757,000 for the six 
months against $86,751,000, had 1.2 per- 
cent gain. Alberta sales were up 4.4 
Percent and Nova Scotia 2.2 percent. 

For June, total sales were $35,766,000, 
an increase of $646,000, or 1.8 percent. 








Acacia Mutual Men Are Advanced 








SAMUEL E. MOOERS 


Two important promotions in Acacia 
Mutual Life were announced. Samuel 
E. Mooers, secretary and manager Dis- 
trict of Columbia agency, was elected 
vice-president in charge of agencies. 
Richard E. Erway, assistant secretary, 
was elected secretary. 

Mr. Mooers, who has been with 
Acacia for 15 years, has been active in 
virtually all departments. He started 
ir: the actuarial department, later be- 
came secretary to the president, then 
company secretary, and recently has 
combined these duties with managing 
the D. C. agency. On two occasions he 
was acting head of the agency depart- 
ment for extended periods. He will have 
general supervision of all agencies. Mr. 
Mooers also is a director. He is a 





RICHARD E. ERWAY 


C.L.U., graduate of the Sales Research 
Bureau school in agency management, 
and was a director of the Life Office 
Management Association. 

For the present Mr. Mooers will con- 
tinue to give personal supervision to the 
District of Columbia agency. 

Mr. Erway is a graduate of University 
of Michigan and Harvard Law School. 
He joined Acacia in 1929 in the ac- 
tuarial department, being appointed as- 
sistant actuary in 1933. He resigned to 
enter Harvard Law School. then was 
engaged in investment law in New York 
City until early this year when he re- 
turned to Acacia as assistant secretary. 

Mrs. Lillian M. Suit, formerly assist- 
ant branch auditor, was named branch 
auditor. 








+ 


WILLIAM H. KINGSLEY 
Chairman of the Board 








One Hid, One Hailed 


From one of our Louisiana underwriters, who lives and 
works where life is full of color every day:— 


“A day or two ago I saw an old prospect, in his wheel chair. 
Twenty years ago I tried to write him for $10,000 Ordinary Life, 
with Disability Annuity. He then had plenty of money and could 
have paid the premium—I knew all his circumstances. He had a wife 
and two boys. At length he consented, and the next day I was to 
drive out to his place and bring a doctor. We went. His wife said, 
‘He is out in the woods hiding, because he knows you'll make him 
take a policy. Disgusted, I never mentioned insurance to him again. 
A year later he was badly and permanently injured in an accident. 
When he dies his wife, although needing money, will get nothing, 
and he could have been drawing $83.33 a month for the last 18 years. 


“By contrast, I had a prospect who married. I wrote him. A 
child came along, and I wrote the proud papa an Educational policy. 
Two years, and another baby, and I wrote another Educational 
policy. Two years later I was driving by his home. He hailed me 
with ‘Come on in, I want another of those things—a girl got here 
yesterday!’ Instead of hiding, he hailed.” 


Takes all kinds to make up the day’s work. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 
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JOHN A. STEVENSON 
President 




















Pink Sees Need for 
Uniform Appraisals 


Says Extension Situation 
Indicates Need of 
States Getting Together 


NEW YORK—The Iowa depart- 
ment’s stand on granting further exten- 
sions of the right to hold real estate 
brings to the fore again the desirability 
of greater uniformity among companies 
in valuing their properties, Superin- 
tendent Pink of New York asserted, in 
answer to questions as to whether the 
New York department would also adopt 
a tighter attitude on extensions. 

_“It may be that the National Asso- 
ciation of Insurance Commissioners 
should suggest general rules for com- 


panies in all states,” he said. “The 
companies differ too greatly in the 
method of valuing real estate. There 


is no uniformity as to interest in ar- 
rears and other charges.” 

As to his attitude on extensions, he 
said that nothing drastic is contem- 
plated. 


Has “Realistic Approach” 


“We have always urged a realistic 
approach to the problem of sales,” he 
said. “While properties should not be 
sacrificed, neither should they be held 
for a profit nor to avoid selling at a 
loss when it is obvious that a loss must 
eventually be taken. Bad real estate 
should not be held. Companies which 
have followed a policy of selling when 
they can for reasonable prices will prob- 
ably come out best in the long run.” 

In his report to the legislature last 
spring, Mr. Pink indicated that the de- 
partment is taking a tighter attitude on 
extensions. His report stated that be- 
cause of the “urgent necessity” of hav- 
ing companies dispose of the tremen- 
dous accumulations of foreclosed real 
estate “it has been considered advisable 
to tighten up somewhat on the granting 
of extensions by limiting extensions to 
shorter terms in all cases where it has 
been felt that special efforts should be 
made for the disposal of the property.” 


Praised Real Estate Bureau 


Earlier in the same report Mr. Pink 
praised the work of thé department’s 
real estate bureau, which has charge of 
supervising property valuations of do- 
mestic companies and also of granting 
extensions. The bureau is headed by 
E. Everett Thorpe. Last spring the bu- 
reau drew up a general set of rules to 
be observed in granting extensions, 

All properties under contract of sale 
may have the full maximum five-year 
extension. Business properties having a 
book value of more than $500,000 are 
granted a four-year extension, though 
this may be made greater or less, de- 
pending on special circumstances. All 
residential properties routinely get a 
three-year extension, though this period 
is varied if particular circumstances set 
the case apart from the average. 


Renovations Short-Lived 


Business properties with a book value 
of $500,000 or less get a three-year ex- 
tension, less according to circumstances, 
but not greater. All properties within 
a previous extension get two years or 
less. That portion of a building’s value 
based on renovations must be written 
off within a year or so, as experience 
indicates a very short economic life for 
such alterations. 


John Hancock Is Opening 
General Agency in Denver 


John Hancock Mutual Life is opening 
a general agency at Denver, with Emer- 
son Carey, Jr., in charge. He has been 


representative of the company at Hutch- 
inson, Kan., for some time and last year 
qualified for membership in the Million 
Dollar Round Table. 
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Diplomas to the Accounting Dept.? 


Accounting Departments can easily be "just a lot of add- 
ing machines and files'—but not at B.M.A. Here, in addi- 
tion to performing its regular duties of checking and 
tabulating all reports pertaining to sales and renewals, this 
department is constantly on the alert for finding new ways, 
new equipment in order that they can render a more efficient 
service to the B.M.A. sales organization. 


Typical of this zeal to perform each task a little better is 
the fact that a surprisingly large percentage of the workers 
in this department are studying for L.O.M.A. (Life Office 
Management Association) certificates. This spirit plus 
B.M.A.'s modern accounting equipment makes it possible to 
keep Guaranteed Low Cost policies at a minimum rate. 


Here then is another sales help, along with B.M.A.'s port- 
folio of Complete Protection, that is enabling B.M.A. sales- 
men to show an increasing volume of business month by 
month. 


W. T. GRANT—President 
J. C. Higdon—Vice-Pres. in Charges of Sales 


BUSINESS MEN'S 






ASSURANCE C0. 


KANSAS CITY, MO. 





















President Perry on 
Immediate Future of 
Life Insurance 


“The American people are particularly 
fortunate that life insurance capital is 
invested on a long range plan based on 
faith in the future of industry,” said 





BERTRAND J. PERRY 


President B. J. Perry of the Massachu- 
setts Mutual in expressing his views on 
the outlook for the immediate future 
along investment lines. 

“To hazard a prediction of what will 
take place in the investment field dur- 
ing any specified brief period is a kind 
of speculation in which I am glad life 
companies do not have to engage to an 
appreciable extent. 

“There is no doubt that credit is seek- 
ing a market at a rate of interest which 
permits profitable operation, but at the 
same time assures safety of principal, 
a combination which must guide the 
investing of life insurance dollars. 


Period of Wondering 


“Our country is going through a 
period of wondering ‘what it is all about’ 
and until there is a better understanding 
between capital and labor and also a 
better understanding between the vari- 
ous divisions of labor it is not reason- 
able to expect widespread, continuing: 
progress in the various branches of in- 
dustry. 

“Such conditions as prevail now and 
have prevailed almost without interrup- 
tion during the past ten years should 
give to all policyholders a deeper appre- 
ciation of the service afforded by life 
insurance as a safe channel for creating 
and conserving estates. 

“Taking a long range view, I am op- 
timistic because I do not believe that 
America will continue much longer in 
its weariness occasioned by wondering 
what is ahead.” 


First Six Months Figures 


President B. J. Perry reported to the 
directors that the first six months 
showed a premium income gain of 
$1,309,877 over the same period a year 
ago. He said there was an increase of 
4,860 policies and $19,880,865 insurance 
in force over the last year-end figures. 
Sales during the first six months 
amounted to $77,104,711 a gain of $12,- 
324,954 over the first half of last year. 

All expenses, he said, including com- 
missions and taxes were 16.50 percent 
of the total premium and interest in- 
come, compared with 17.33 percent for 
the six months in 1938. Expenses less 
commissions and taxes were 9.81 per- 
cent of the premium and interest in- 
come, against 10.69 percent last year. 

The investment in bonds and stocks 
up to June 30 amounted to $39,663,742, 
and showed a 3.61 percent yield with 
mortgage loans at 4.42 percent, policy 





loans 6 percent, the composite yield 
being 3.88 percent on these factors. 
There has been a decrease of $2,148,406 
in the mortgage loan exhibit since the 
close of 1938, and a policy loan decrease 
of $2,008,012. 

Assets showed a gain of $19,768,126 
for the period, compared with a $15,741,- 
426 gain over the’ same period a vear 
ago. 


What Is ‘Dame in 


Service Department 


The Edward A. Woods Company of 
Pittsburgh, general agent for the 
Equitable Society, established a policy- 
holders service department a month or 
so ago. Since then over 1,000 patrons 
have been benefited. It was patterned 
somewhat after a similar setup at the 
company’s head office. 

“The service department has only one 
duty,” President W. M. Duff asserted, 
“and that is to assist the policyholder, 
at no expense to him whatever, in any 
matter involving his life insurance. 
ogg is absolutely no selling, and no 
ees,” 

Among the types of service concern- 
ing which any policyholder may consult 
the new department are: 

Change of beneficiary. 

Changing the schedule of premium 
payments. 

Changing the type of policy to one 
which more adequately meets the 
holder’s current needs. 

Procuring policy loans. 

Conserving the resources in a lapsed 
policy. 

Putting the benefits from a matured 
policy on a fixed income basis instead 
of a lump sum payment. 

Three employes of the Woods Com- 
pany have been assigned to full-time 
positions in the service department. 





McPhail Joins Advertising Agency 


C. B. McPhail, who has been director 
of public relations for the Great Amer- 
ican Life of San Antonio, Tex., for sev- 
eral years, is resigning to join an adver- 
tising agency. He was honored at a 
luncheon attended by more than 40 lead- 
ing life men in San Antonio. O. D. 
Douglas, Texas manager Lincoln Na- 
tional Life, was host. Mr. McPhail is 
vice-president of the San Antonio Asso- 
ciation of Life Underwriters and _ the 
San Antonio Life Managers Club. He 
served as chairman of the Southern 
Round Table of the Life Advertisers 
Association. 

Mr. Douglas, B. A. Wiedermann, Wil- 
liam Dugger, vice-president in charge 
of agencies of the Great American Life, 
expressed their appreciation of the serv- 
ices which Mr. McPhail has rendered. 


Sales Schools Held in Texas 


George Vinsonhaler, assistant to J. 
Harry Wood, manager of general agen- 
cies John Hancock Mutual Life, has just 
completed a series of sales schools for 
the general agency staffs at Dallas, San 
Antonio, and Houston, Tex. 








Los Angeles Chapter, C. L. U., will 
be host Aug. 28-30 to Prof. John P. Wil- 
liams, educational director of the Amer!- 
can College of Life Underwriters. The 
program calls for a luncheon for manag- 
ers and general agents Aug. 8; breakfast 
for the C. L. U. members Aug. 29, anda 
mass meeting Aug. 30 in the Pacific 
Mutual auditorium for life men who are 
taking the C. L. U. courses and for pros- 
pective entrants. 





Jefferson National Life of Indianapo- 
lis reports that two of their agents 
made exceptionally fine records. , 
Gaines, Vincennes, Ind., wrote 55 appli- 
cations and W. C. Chadwell, 43 during 
a recent 30-day period. 





Skipper & Zeigler agency, Longview 
Tex., has opened a branch office in Lg 
Crim Theater building at Kilgore, W? 
Miss Helen K. Smith as manager. 
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New Reference 
Book for Illinois 
Being Distributed 


The Underwriters’ Hand-Book of II- 
linois for 1939 is being distributed this 
week from the press of THE NATIONAL 
UNDERWRITER, This is the earliest date 
on which it has ever been published, it 
usually appearing in September, but spe- 
cial effort on the part of the compilers 
brought it out early this year because of 
the interest in insurance in Illinois. 

It contains 720 pages crammed full of 
interesting and valuable data on Illinois 
insurance-wise. The agency department 
lists all of the agents in the state as 
licensed by the insurance department and 
shows the members of each agency, date 
established and address, This data is 
listed alphabetically by cities and towns 
so that the user has complete informa- 
tion on any one town in one spot. The 
brokers licenses numbers of those who 
are licensed in this manner are also 
shown with a special listing of all the 
brokers in each town under that town’s 
information. 

Other sections give complete informa- 
tion on all companies licensed to operate 
in the State—home office address, offi- 
cers, general agents and business in IIli- 
nois for several years. The names of the 
life general agents and managers are 
listed alphabetically in separate sections 
for easy cross-reference. Other features 
include: resume of insurance laws of the 
state, lists of local and national insurance 
organizations, together with officers and 
addresses, lists of attorneys and adjust- 
ers specializing in insurance work and 
many other valuable bits of information. 
The Illinois Handbook covers all 
branches of the business. 

The compilers find that there is a 
small drop in the number of licenses 
secured from the Illinois department this 
year, 32,167 licenses being received com- 
pared with 32,778 in 1938. These figures 
do not include the life licenses as this 
number is not available. 


Chester Fischer Honored 


George E. Lackey, Massachusetts 
Mutual general agent at Detroit, and his 
associates honored C. O. Fischer, vice- 
president, on his birthday, July 25, desig- 
nating it “Capacity Day.” The objective 
was to spell “Chester O. Fischer,’ each 
application representing a letter. The 
agency was divided into groups of three, 
each group being asked to contribute at 
least one letter. 
made for a total of $88,000. 

Joining the Massachusetts Mutual 
home office organization in July 1934, 
his first assignment being at Detroit in 
connection with the testimonial to Presi- 
dent W. H. Sargeant, now deceased, 
Seneca M. Gamble, agency assistant, is 
the Detroit agency’s guest each July. 
During his visit he presented a pano- 
ramic view of life insurance advertising. 





E. W. Montgomery of Sidney, Mont., 
and Lloyd) Montgomery have been ap- 








Massachusetts Mutual 
General Agent at St. Paul 


John J. Steger, associate general agent 
with Veith & Lowenstein, Massachusetts 
Mutual general 
agents at St. Louis, 
has been appointed 
general agent at St. 
Paul. He fills the 
vacancy caused by 
the transfer of Arch 

Houle to head 
the Chicago agency 
formerly led by 
John Dingle. 

Entering life in- 
surance in 1920, he 
was a personal pro- 
ducer. In 1927, he 
joined the St. Louis 
— of the Mas- 
Sachusetts Mutual as agency assistant 
under C. O. Fischer, now vice-president. 





John J. Steger 


Sixteen sales were | 





pointed associate general agents in East- 
ern Montana for the Western Life. 





Mrs. Crosby Successful Agent 


Mrs. Alma Ware Crosby, district rep- 
resentative Jefferson Standard Life at 
Beaumont, Tex., who will address the 
women agents meeting Sept. 26 at the 
St. Louis convention of the National As- 
sociation of Life Underwriters, besides 
qualifying for the 1939 Women’s Quarter 
Million Dollar Round Table of the Na- 
tional association, was the only 
woman to qualify for the Texas Leaders’ 
Round Table for 1937 and 1938 and 1939. 
She has been a member of her com- 
pany’s Julian Price Club for six con- 





secutive years for leadership in persist- ! 


ency, has been a consecutive weekly 
producer for three years and a member 
of Jefferson Standard’s Quarter Million 
Dollar Club. During her service with 
that company, she has put more than 
$3,000,000 life insurance on the books. 
Her subject at St. Louis will be “Creat- 
ing in the Business More Confidence and 
Respect for Women Underwriters,” 





Favors Licensing Counsellors 


DENVER—Commissioner Kavanaugh 
will probably recommend to the next 
legislature the adoption of a law for li- 
censing of insurance counsellors, he has 
announced. The need for such a law, 
which will probably be patterned after 





——_ 


a section of the New York code, came 
to Mr. Kavanaugh’s attention recently 
in the case of a so-called counsellor who 
accepted a $12 fee from a policyholder 
for advising him to drop a $2,000 per- 
manent policy in one company in favor 
of a $3,000 term policy in another. 





_Los Angeles Life Cashiers Associa- 
tion will start its activities after the sum- 
mer recess with a picnic at the beach 
home of Cashier Lawrie of Pacific Mu- 
tual at Hemosa Beach Aug. 12. 

Seventy members of the W. T. Shep- 
ard Los Angeles agency of Lincoln Na- 
tional Life enjoyed themselves at the an- 
nual picnic at the Lakewood Country 
Club, Long Beach. 





“THE GOING’S HARD!”... 


And hard also is the going for widows and children who face life 


without a source of funds, such as may be assured by a John Hancock 


readjustment income plan. 


Our field men are profiting by suggesting to fathers the desira- 


bility of owning this attractive plan. The company’s national adver- 


tising in current magazines describes its appealing features, and our 


complete sales kit permits its ready demonstration from start to close. 





LIFE INSURANCE COMPANY 





oF Boston, MASSACHUSETTS 


A John Hancock advertise 
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, ment 
Promoting the readjustment 


income plan, 


JOHN HANCOCK MUTUAL LIFE INSURANCE COMPANY 


GUY W. COX, President 
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Many Factors in Bailey Case 


Difficult to Predict Final Action by U. S. 
Supreme Court, According to A. S. Ingersoll 





“The case of Bailey vs. U. S. recently 
decided by the U. S. court of claims at 
Washington, denying application for re- 
fund of estate taxes on life insurance, 
has created a great furor because of its 
apparent reversal or disagreement with 
the established line of decisions exempt- 
ing life insurance from federal estate 
tax, as a result of transfers of all inci- 
dents of ownership by the insured,” A. 
S. Ingersoll, Mutual Benefit Life service 
manager in Chicago, said in a memo- 
randum on the situation. Mr. Ingersoll 
is a student of tax affairs and has done 
considerable tax analysis work. 

“The description of the exact circum- 
stances, including the status of the life 





insurance before and after the absolute 
assignment by the insured to his wife, 
are far from clear, but if, as might be 
inferred, the assignment of the incidents 
of ownership was superimposed upon a 
direct designation of his wife as bene- 
ficiary (with possibly his son as con- 
tingent beneficiary) there is ground for 
the claim that technically the insured 
did not transfer all of the incidents of 
ownership under the assignment, but in 
fact exercised an incident in so desig- 
nating his wife as beneficiary independ- 
ent of the assignment—even though he 
may have given to her the right to 
exercise other incidents of ownership, 
such as surrendering the policy, and 





at 131%. 


E. P. Greenwood 
President 





Six years ago the Great Southern 
dedicated itself to growth achieved 
solely through the increased effective- 
ness of its field men. 


Today, in comparison, Great South- 
erners have increased their cumula- 
tiveness 189%; individual production 
stands at 157%; and volume per sale 


Great Southerners are first carefully 
selected, then intensively trained and 
intelligently guided. 


Great Southerners are a credit to the 
institution of life insurance and the 
boast of their chosen company. 


We need more men like these. 





GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


Home Office 
Houston, Texas 











thereby defeat the designation of her- 
self and his son as primary and contin- 
gent beneficiaries, under the beneficiary 
clause of the policy. There enters into 
the picture, also, the questionable na- 
ture of assignments as a medium of 
transfer. This question is so real that 
insurance companies make a practice of 
warning against validity of assignments 
and prefer to make all payments there- 
under jointly to the order of assignor and 
assignee—even though the assignment 
purports to be absolute. 


Reversion to Insured 


“In addition, we gather that there was 
a reversion to the insured of the inci- 
dents of ownership in case of the prior 
death of the wife and son. In spite of 
the fact that the court intimates that 
this in itself would not have been suffi- 
cient to make the insurance taxable, that 
conclusion was apparently made from 
another viewpoint than the possibility 
that reservation of such reversion might 
be viewed in the light of reservation of 
an incident of ownership. 

“Another angle which the court in- 
fers is that the taxability was not based 
upon the theory of a transfer in con- 
templation of death. 

“There also seems to be an implica- 
tion, in discussion of citations, that the 
court considered there was an element 
of joint control between the insured and 
his wife in this picture, but is not very 
explicit about it. 

“These points are all mentioned for 
the reason that a joint control with the 
possibility of a reverter might very 
readily be held ground for estate tax on 
any type of property being so trans- 
ferred—on account of the termination of 
the joint ownership and right of rever- 
sion incident to the death of the insured. 


Composition of Court Considered 


“Tn connection with probable review 
of the case by the U. S. Supreme Court, 
reports mention the new composition of 
the court as. having an important bear- 
ing upon the view which may be taken. 

“Incidentally, it should also be borne 
in mind that in passing upon this case 
the Supreme Court does not necessarily 
need to adopt the theory of either side 
in either sustaining or reversing the de- 
cision of the court of claims. An in- 
stance of this kind will be recalled in 
the case of the Supplee-Biddle Hard- 
ware Co. vs. U. S.. where the Supreme 
Court refused to support the theory of 
the government that the proceeds of the 
corporation policy were taxable as in- 
come—but at the same time refused to 
adopt the theory of the defense that a 
law so providing would be unconstitu- 
tional. Quite the contrary, it took the 
ee ground that the question of con- 
stitutionality, while an interesting one, 
was not involved, but merely the ques- 
tion of the scope of the income tax law; 
that whatever the power of congress to 
tax such proceeds as income to the cor- 
poration, congress had so far not at- 
tempted to do so. 

“It will be recalled that originally, 
payment of premiums by the insured 
was considered to be the test in deter- 
mining that he took out insurance on 
his own life. Later, in applying this 
theory to cases where insured paid the 


St. Louis Speaker 








G. GILSON TERRIBERRY 


G. Gilson Terriberry, agent for Mu- 
tual Benefit Life in New York City, is 
to give one of the addresses at the an- 
nual meeting of the National Associa- 
tion of Life Underwriters in St. Louis. 
“The Hidden Value of a Sale,” is the 
subject that he has selected. 








premiums and then transferred the 
policy to his wife, who thereafter paid 
the premiums, the exemption was 
divided in proportion to amount of pre- 
miums paid by each. More recently, 
however, this test seems to have been 
abandoned in favor of possession of the 
‘incidents of ownership’ and it was con- 
sidered immaterial that the insured con- 
tinued to pay premiums, so long as he 
retained no incident of ownership. 

“In view of these considerations, 
therefore, and particularly in view of the 
composition of the court, almost any- 
thing is possible; but there is one con- 
solation in there being so many angles 
to the case that a decision supporting 
findings of the court of claims might 
very readily be made on grounds which 
would make the case distinguishable 
from the established line of decisions on 
unconditional transfers of all incidents 
of ownership.” 


‘Los Angeles Seeks Cup Again 


LOS ANGELES—The Los Angeles 
Life Managers Association is out to re- 
tain the gold cup it won at the Hous- 
ton convention of the National Associa- 
tion of Life Underwriters for being the 
association having! the outstanding rec- 
ord of achievements during the year. 

Joseph Charleville, executive secre- 
tary, has mailed to the committee hav- 
ing charge of the contest an attrac- 
tive, well prepared book containing the 
record of the work done by the Los 
Angeles association during the past 








year. 





Record for First Six Months 











Inc. or Dec. Inc. or Dec. 

New Paid* New Paid* Insurance Insurance 

Business Business in Force in Force 

1939 1938 1939 1938 

Acacia Mutual EALCs ..6.06:d0:0.s00:0%6 19,343,138 21,517,024 +5,313,011 +5,598,255 
BPO UBRITO. TALC. 6 clsss:e see e:cwisies 7,292,413 6,907,505 —8,835 —531,728 
Business Men’s Assurance...... 9,504,280 +1,431,095 + 867,724 
SMEPRUNOE” BRE. oo oe 65-5 0:5 sie oe 6 ele 4,432,702 +1,096,412 +546,074 
Sop 6 a ce ee ' 7,723,903 + 5,154,389 +3,373,446 
Indianapolis Life ......... 5,532,209 + 4,401,772 + 4,282,516 
Farmers Union Life, Ia. .. 887,817 +169,809 +185,738 
PALO. OE POLTOURT, o.6 6.0-00.0.05< e000 476,576 —129,254 —694,503 
Lutheran Mutual Life......... 3,405,500 + 2,499,180 +372,144 
DORCRRU AL PRL. 550.5 is 526. :iche ere. 6 5:0: é 5 1,662,886 —314,664 —1,752,154 
SR a er 2,085,984 1,785,113 +837,445 +654,250 
Phoenix Mutual Life ......... 30,700,000 23,783,000 +12,132,000 + 5,763,000 
Philadeiphia Téfe ....sccssces 2,176,221 2,562,561 —653,844 +14,083 
Peoples Tite, TAA. «....6-0.209 + 4,447,744 3,417,532 +1,324,307 +136,769 
6,658,376 6,860,092 + 2,218,128 +3,112,979 


Security Life & Trust, N.C. .. 


*Tncludes issued. revived and increased business. 


+Does not include Detroit Life Fund. 
tPlaced and revived only. 
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Paul Clark Is 
Making Mark 


in Industrial End 


BOSTON—Since becoming a member 
of the official family of John Hancock 
Mutual Life, Vice-president Paul F. 
Clark has spent many months and trav- 
eled many thousands of miles for the 
purpose of visiting with the industrial 





PAUL F. CLARK 


agents and inspiring them with new and 
heightened enthusiasm for their work. 
Ofhcers of the company agree that Mr. 
Clark has shown a mastertul leadership 
and accomplished remarkable results in 
the comparatively short time he has 
been at work. 

It has been the aim of Mr. Clark to 
lessen the distinction between industrial 
and ordinary representatives and bind 
the industrial men closer to the com- 
pany. To this end he has made a prac- 
tice of inviting writers of ordinary in- 
surance, from his own and other compa- 
nies, to attend the meetings of indus- 
trial writers to the mutual advantage of 
both classes. The result has been a nota- 
ble increase in respect for the industrial 
men among the ordinary group and in- 
creased encouragement and ambition for 
the industrial men. 

I have felt,’ Mr. Clark said, “that 
there are many insured among the 
weekly premium class who can afford 
and would like to possess ordinary life 
insurance, if they could see their way to 
a convenient method of paying the pre- 
mium. At the same time we have many 
policyholders on our ordinary books who 
can hardly afford, in these times, to pay 
an annual, semi-annual or even quarterly 
premium. How to take care of these 
border line cases has been one of my 
aims, 

“I believe the solution lies in the 

monthly premium payments for ordinary 
life and I have been talking this to the 
industrial men, as well as to the ordi- 
nary writers. It has seemed to meet 
with extraordinary approval as is proven 
by the fact that while industrial business 
as a whole has not been keeping up as 
well as we would like, due doubtless to 
the fact so many are out of employment, 
yet our ordinary writings have been 
growing steadily and the reason can be 
readily traced to the increasing applica- 
tion of the monthly premium policy. 
_ There is still another and more grati- 
lying angle to the monthly premium 
ordinary life business. By in this way 
Opening the ordinary field to the indus- 
trial writer we have given him an op- 
portunity to break into a field which he 
formerly felt was out of his reach and 
the result has been that he is enabled to 
make more money and establish for him- 
self a higher standard of living. 

This works to the further advantage 
of the company, for the agent who for- 
merly wrote only industrial life and was 
not doing any too well, now with his 
oraary business on a monthly premium 
het derives a distinct satisfaction in 
1S business, takes a pride in the com- 





C. 1. U. 


Canada Has 21 New C. L. U.'s 


Twenty-one life insurance men, having 
completed the three-year course of study 
laid down by the Institute of Chartered 
Life Underwriters of Canada, are now 
entitled to use the C. L. U. designation. 
Forty-four others have passed all exam- 
inations but have not yet qualified in 
other respects for the degree of C. L. U. 








Williams Speaks in Denver 


DENVER—John P. Williams, direc- 
tor educational advisory departinent 
American College of Life Underwriters, 
spoke before the Denver C.L.U. chap- 
ter this week. Balie T. Cantrell, presi- 
dent of the chapter, presided. Hardin 
O. Smith, Connecticut Mutual, intro- 
duced Mr. Williams. The purpose of 
the meeting was to stimulate interest 
and the formation of a new class. 

Mr. Williams said that approximately 
1,750 men took the examination this 
year as compared with 1,150 in 1938. 
Mr. Williams is on a tour through the 
west and will hold conferences with 
C.L.U. chapters in Salt Lake City, San 
Francisco and Los Angeles. 














pany he represents and is less disposed 
to leave the insurance field for some 
other work. In a word, we are experi- 
encing a considerably smaller turnover 
than ever before and the industrial writ- 
ing group is becoming as stable and re- 
liable a body of company representatives 
as has always characterized the writers 
of ordinary business.” 

Mr. Clark was previously head of the 
home office agency. He is a past presi- 
dent of the National Association of Life 
Underwriters. 





Ohio Department Leads 


The Ohio department of the Reliance 
Life in Cleveland, Charles E. Stumb, 
manager, led all agencies with 34.58 
percent increase for the first six months 
over 1938 figures. 





Robert Dechert, counsel for Penn Mu- 
tual, accompanied by Mrs. Dechert, and 
three children, are spending their vaca- 
tion in Los Angeles. Mr. Dechert was 
guest speaker at the meeting of the Fred 
A. McMillan agency of the company. 


Midland Mutual Life 
Elects New Actuary 











Cc. 0. SULLIVAN 


Chester O. Sullivan has been elected 
actuary of Midland Mutual Life. He 
started in the accounting department in 
1920, and was transferred to the actu- 
arial department the same year. Under 
the supervision of the late J. Charles 
Rietz, formerly vice-president and actu- 
ary, Mr. Sullivan was trained for his 
important responsibilities. Mr. Sullivan 
is held in high regard among Midland 
Mutual field men. 








THE LNL MORTGAGE 
REDEMPTION PLAN 


This LNL Mortgage Redemption plan is 
ideal for signers of FHA mortgages. It covers 
any period from fifteen to twenty years, and fits 
in perfectly with the FHA amortization pro- 
gram. 

Amount of insurance de- 


With this plan: 


the premium 





creases as the mortgage decreases 


substantial amount of 





reduces each year—a 
permanent insurance remains (at the original 


premium rate) after the mortgage is paid off. 


THE LINCOLN NATIONAL LIFE 


INSURANCE ~~ COMPANY 


FORT WAYNE, IND. 
ITS. NAME INDICATES ITS CHARACTER 
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A low-sweeping bow to Mrs. India B. 
Odell, Seattle, Washington, first femi- 
nine member of the Bankerslife field or- 
ganization to qualify for the Women's 
Quarter Million Dollar Round Table of 
the National Association of Life Under- 
writers. Thus, this First Lady of the On- 
ward March climaxes a brilliant career 









in life insurance begun in May, 1926, and 
gaining in brilliance with the years. 
Nineteen thirty-eight saw her a qualified 
star of Bankerslife’s President's Premier 
Club for the fifth consecutive year. 







-—BLC— 


































W. W. Jaeger, Bankerslife v. p., was 
Des Moines’ m. c. one recent day when 
a trainload of Hollywood movie stars 
descended on Des Moines to witness the 
world premier of the movie, “Career.” 
Drafted for the job of greeting the film 
colony cuties and given less than half an 
hour's notice of the assignment, Mr. 
Jaeger acquitted himself with credit and 
distinction. Movie mogul Jesse Lasky, 
who accompanied the troupe to Des 
Moines, is reported to have been im- 
pressed by the Bankerslifeman’s suave 
execution of the difficult task; is said to 
have urged him to ‘go Hollywood” 


should he ever tire of life insurance. 
—BLC— 


Taking cue from the AmericanLegion’s 
‘40 and 8," Bankerslife Agency Manag” 
ers are promoting a “100 and 8” organ” 
ization based on an interesting and true 
episode in Bankerslife history. Founded 
by.the late Edward A. Temple in 1879, 
incorporated on July Ist of that year 
with Mr. Temple as President, Bankers- 
life wrote 54 applications for $108,000 in 
the first six months of its existence. Sole 
solicitor was Mr. Temple. The newly 
organized ‘100 and 8” Club is for Bank- 
erslifemen who, in 1939's last six months, 
match Mr. 
achievement by writing 54 applications 
or $108,000 during that period. When 
Bankerslife dedicates its new Home 
Office building next January with field 


Temple's single - handed 


force stars present, members of the “100 
and 8” Club will dine in a group. 


—BLC— 
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Distinctive General Agency Is Being Built at Chicago 












PAUL W. COOK 


Paul W. Cook, general agent of the 
Mutual Benefit Life in Chicago, is build- 
ing up gradually an agency of distinc- 
tion. He has closed his second contract 
year ending July 19 with paid for busi- 
ness $4,809,933, which means that next 
year he will touch the $5,000,000 mark. 


LORRAINE SINTON 


The average life policy is still running 
between $11,500 and $12,000. Mr. Cook, 
who is a C.L.U., has had 17 years in life 
insurance selling and is not only a gen- 
eral agent but still keeps his record as a 
million dollar producer. Paul F. Millett, 
attorney, is the estate and tax special- 
ist in Mr. Cook’s agency. He has had 
1l years successful life insurance ex- 
perience. He is a brokerage manager 
and agency consultant. 

Miss Lorraine Sinton, sales promotion 
manager, is one of the few women 
C. L. U.’s in Chicago. She has had 11 
years in life insurance, all with the Mu- 
































PAUL F. MILLETT 


tual Benefit. She is the author of the 
well known book, “Practical Prestige 
Building.” 

Mr. Cook has two agency supervisors, 
W. D. Baskett, Jr.. a C.L.U., who special- 
izes on income agreements. W. R. Ru- 
miner, 15 years in life insurance, is the 
referee on facts, contracts and practices. 








T. F. Mahoney Disclaims 
Interest in Springfield Suit 


Thomas F. Mahoney, agent for Aetna 
Life in Springfield, Ill, takes exception 
to the statement in the July 28 edition 
that he is handling much of the case, 
brought in the name of his father, F. 
W. Mahoney, against Franklin Life. 
T. F. Mahoney states that he had never 
met S. S. Du Hamel, attorney for the 
plaintiff, and asserts, “so if I am direct- 
ing the case, I am dealing with a lawyer 
I do not know.” 

“Such an article as this is extremely 
injurious to my reputation as an under- 
writer,” he states. 

THE NATIONAL UNDERWRITER has no 
intention of reflecting in any way upon 
Mr. Mahoney. Judging from Mr. Ma- 
honey’s letter, the editor was incorrectly 
advised that he had taken an interest 
in the case. 

The suit claims that $200,000 of sur- 
plus should have been distributed to 
the then policyholders when Franklin 
Life was converted from a mutual to 
a stock company in 1910. 





Ask Charter Forfeitures 


AUSTIN, TEX. — Attorney-general 
Mann of Texas has filed suits in the 
district court in Austin asking for the 
forfeiture of the charters of the First 
States Indemnity and the Consolidated 
Life, both of Dallas. The suit against 
the First States Indemnity alleges that 
it has $3.13 in cash on hand with a 
deficit of $7,488. 

The suit against the Consolidated al- 
leges that it has less than 500 members 
paying assessments and that it has been 
operating without a permit. 


Houck May Not Speak 


It was stated that S. B. Houck, mem- 
ber of the standing committee of the 
American Bar Association on the unau- 
thorized practice of law, was to address 
the annual meeting of the International 
Claim Association at the Westchester 
Country Club, Rye, N. Y., Sept. 11-13. 
Mr. Houck has been taken seriously ill 
and it is at present uncertain whether 
he will be able to speak at the conven- 
tion. 

R. B. Lucas, Missouri insurance su- 
perintendent who was scheduled on the 
program, will be unable to keep the en- 
gagement. 
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... And as proof of the pudding, here is an actual letter The Old 
Line Life received from one of its representatives: 


“Called by appointment on Miss M. whose inquiry was sent me. 


| Sold her complete protection—Retirement Income at 60, Hospital Pol- 
icy and a Premier Accident Policy—total $148.16. 


If you are interested in increasing YOUR income, write us today. 
Agency openings in Illinois, Iowa, Michigan, Minnesota, Ohio and 


ons 


Jasurance Company ofAmerca 


MILWAUKEE, WIS. 
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| ‘ Entering Its Thirtieth Year of Service 
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Easing of Drastic 
Extension Stand 
Held Inevitable 


(CONTINUED FROM PAGE 1) 





gagees being life companies and other 
institutions. How ever, there is probably 
an exaggerated idea of how much real 
estate is owned by life companies. Best 
estimates are that about 10 percent of 
Iowa farm land is owned by institutional 
investors, something more than half of 
this amount being held by life com- 
panies. Iowa moratorium laws have 
been reasonable, although spots in the 
state were centers of agitation at the 
time when farm foreclosures were at 
their peak. It was at Le Mars, Ia., that 
a judge was pulled off the bench for 
deciding against a farmer in a fore- 
closure action. 


Reasons for Modification 


Reasons for believing that Commis- 
sioner Fischer will have to modify his 
drastic stand are that actual enforce- 
ments of it would so seriously demor- 
alize farm prices and _ consequently 
farmers’ credit standing that many more 
farmers would be harmed than helped, 
in addition to harming policyholders’ 
interests; that the agitation in Iowa 
comes mainly from those who would 
like to snap up some good farms at sac- 
rifice prices; that the real farmers are 
against knocking down farm values but 
are working as tenants, building up a 
surplus out of which to buy the farms 
from the present owners; and _ finally 
that if insurance company land owners 
were forced to liquidate properties 
against their better judgment, they 
could not sell to farmers, since they 
would not have accumulated the neces- 
sary down payment but would be forced 
to sell to speculators. 

These speculators would presumably 
continue to operate on a tenancy basis. 
Having bought at give-away prices, 
the new landlords would stand to make 
an excellent return on their invest- 
ments and, being under no legal com- 
pulsion to sell, would make the tenancy 
situation a permanent one instead of a 
passing phase as it is now. 


Despair for Present Tenants 


Not only would the credit standing 
of Iowa farmers be impaired because 
of depressed land values due to dump- 
ing, but the situation of tenants on com- 
Pany-owned farms would be changed 
from hope of owning their farms to 
despair if institutional landlords were 
forced to sell out to speculators. When 
the consequences of rigid enforcement 
of Mr. Fisher’s rule are understood, it 
is believed that there will be much 
greater pressure on him to change his 
Stand than there was to adopt it in 
the first place. 

Impartial observers do not believe 
that companies generally have been 
guilty of hanging on to foreclosed prop- 
erties to realize exorbitant speculative 
Profits or to put off the evil day when 
they would be forced to sell at a loss. 
Companies, however, are far from uni- 
form in their methods and there have 
been cases where insurance 
ments have had to tighten up on the 
extension privilege. 


Best to Sell Worst First 


From a life company’s point of view, 
the ideal method is to sell the poor 
Properties as quickly as possible for 
whatever they will bring, as holding on 
to them means a recurring loss. It has 
not always been possible to follow this 
policy, however. Sometimes the poorer 
Property could not be sold at any price, 
while there might be an active demand 
for the better pieces. 

Some who have studied the life com- 
Pany real estate situation profess to see 
significance in the fact that many com- 
Panties show a profit on their sales of 


depart- 





Wins Founder Medal 











BEN BLOCH 


PEORIA, ILL.—Ben Bloch, veteran 
agent for Equitable Life of Iowa, has 
been awarded a Founders Club medal, 
recognizing 23 years of consecutive 
weekly policy writing for his company. 
The medal bears an inscription to the 
Peorian on one side, and a likeness of 
Frederick Marion Hubbell, company 
founder, on the other. 








foreclosed farms. They feel that this 
indicates that probably the better prop- 
erties are being sold rather than the 
poorer ones. However, any such infer- 
ence must take into account the extent 
to which the company has written down 
the book values of the properties it is 
selling. 

In general, life company owners of 
foreclosed properties have pursued a 
realistic and orderly process of dispos- 
ing of their properties. They have 
neither dumped them on the market, 
thereby demoralizing the values of prop- 
erties owned by themselves and others, 
nor have they used their great financial 
strength to hold out for the last dollar 
that might eventually be obtained. 

As owners of farm properties life 
companies have not only been a stabiliz- 
ing force in the general economy but 
have been a real help to the farmers 
who lost their farms and now want to 
become owners again. The institutional 
owners, particularly the life companies, 
took over the farms when their owners 
were no longer able to continue. If 
the companies had not been there to 
take over the job of rehabilitating farms 
and keeping them in good repair these 
places would have rapidly got into such 
shape that it would have taken several 
years to bring them back. 

As it is, institutional owners have put 
money into maintenance of farms so that 
today, when a tenant makes a down 
payment and become an owner he is 
buying a farm in excellent condition. 
He does not have to worry about repairs 
and revitalizing exhausted soil for some 
time to come. To that extent he is 
more certain of having the money ready 
to make his interest and amortization 
payments. 


NEWS BRIEFS 


_ Palmetto State Life has moved into 
its own building, the former Masonic 
Temple, in Columbia, S. C. 

Clayton B. Resh, San Francisco agent 
of the Connecticut Mutual Life, has been 
presented with a 10-year service medal 
by President James Lee Loomis, who 
complimented him on his high record of 
conservation and _ service to _ policy- 
holders. 

Neil Wright, district agent at Lub- 
bock, Tex., for the Southland Life for 


more than 25 years, has been elected a 
vice-president of the Panhandle South 
Plains Fair Association. 


STOCKS 


H. W. Cornelius of Bacon, Whipple 
& Co., 135 South La Salle street, Chi- 
cago, gave the following stock quota- 
tions for life companies as of August 1, 
1939: 





Par Div.* Bid Asked 
Aetna Life ..... 10 1.35* 32 34 
Central, Ill. .... 10 “nts 10 11 
Cen. States Life. 5 ae 2 3 
Colum. Natl. L...100 oe 68 73 
Conn. Genl. .... 10 .80 29 31 
Contl. Assurance 10 2.00 36% 38% 
Federal Life .... 10 ons 4% 5% 
Great Southn. L. 10 1.30 20 24 
Kan. City Life..100 16.00 350 400 
Lite @& Cas.....-. 3 -50 11 12% 
Lincoln Natl. ... 10 1.20 29 31 
New World Life 10 .40 5 
No. Amer. Life... 2 aa 2 3% 
N. W. Nat. Life.. 5 .30 11 12 


Ohio Nat. Life... 10 26 
Old Line Life... 10 -60 10 12 
Sun Life, Can....100 
Travelers 1 
Union Cent. Life 20 
Wis. National 10 
*Includes extras. 


Record of C. B. Knight Agency 
Paid for business secured of the 
Charles B. Knight agency of Union Cen- 
tral Life, in New York, during July ag- 
gregated $1,160,360, an increase of 
$126,857, over that in the same month 
last year. The total business for the 
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Hobart and Oates Select 


Graham as Unit Manager 


Martin E. Graham has been appointed 
unit manager for Hobart and Oates 
agency of Northwestern Mutual Life, 
Chicago, succeeding D. Miley Phipps. 

Mr. Graham entered the agency in 
September, 1937, going from the Ameri- 
can College of Life Underwriters, where 
he had been assistant to Dean McCahan 
since 1936. 

From the fall of 1937 to the fate 
spring of 1938 he was instructor in 
Parts I and II of the C. L. U. program 
of the Aurora (Ill.) Life Underwriters 
Association at Aurora College and for 
the Bruce Gilmore district agency mem- 
bers at DeKalb, Ill. During that same 
period he was substitute instructor in 
Part I of the C. L. U. program at 
Northwestern University and Chicago 
Y. M. C. A. College. 

Mr. Graham received his B. S. in 
Money and Credit from Northwestern 
University in 1935 and his M. A. in Eco- 
nomics and Insurance from the Whar- 
ton School, University of Pennsylvania, 
a year later. : 








first seven months of 1939 was $12,585,- 
146; compared with $9,617,706 in the 
like period of 1938. 
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more dotted-line policy offerings 
OCCIDENTAL LIFE : LOS ANGELES 
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Horace Greeley was right 
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Forced Dumping of Real Estate 


For THE Goop of the millions of life in- 
surance policyholders, of farmers and land- 
owners actual and potential, of everyone, 
in fact, except a handful of shrewd specu- 
lators, it is to be hoped that Commissioner 
FiscHer of Iowa will modify the drastic 
stand he has taken against granting ex- 
tensions permitting insurance companies 
to continue holding real estate beyond 
present limits or extensions already 
granted. 

Dumping of land through forced sales 
by institutional owners would not bene- 
fit the Iowa farmers to any appreciable 
extent. For every farmer thus enabled 
to buy a farm there would be innumer- 
able farmers who would suffer seriously 
in depressed valuation of their land and 
in consequently impaired credit stand- 
ing. Farm tenants now on farms owned 
by insurance companies are fortunate in 
having highly solvent landlords who are 
keenly interested in disposing of an 
equity and taking back a _ purchase 
money mortgage. Tenant and landlord 
both have the same objective. 

If insurance companies were forced to 
liquidate their farm holdings the buyers 
would not be the present tenants or any 
other farmers, for they haven’t the 
necessary money. The buyers would be 
speculators, who, if the farms proved a 
profitable investment, as they certainly 
should at give-away prices, would be 
sure to hang on to them and impose a 
permanent, hopeless state of farm ten- 
ancy. 

In his address before the recent manager- 
jal convention of the METROPOLITAN LIFE, 
GLENN E. Rocers, its farm loan manager 
and a widely recognized authority on farm 
problems, summarized the farm real estate 
problem very accurately and in a fashion 
which well covers the points raised by 
Commissioner FiscHer’s action. Said Mr. 
RoceERs : 

“From time to time there has been 
active agitation in various states for the 
enactment of laws forcing institutional 
landowners to liquidate their farm hold- 
ings more rapidly. The advocates of 
such legislation may have the best of 
intentions, but it is altogether probable 


that laws of this type would defeat the 
purpose for which such legislation is in- 
tended. If large institutional landown- 
ers, including insurance companies and 
federal land banks, were required to 
throw their farm holdings upon the 
market within a given time, land values 
would likely sink to very low levels, 
temporarily at least. As a result the 
credit of farm owners would drop and 
confidence in land values would wane. 

“Many farm families have been un- 
able to build up a sufficient cash reserve 
to enable them to buy a farm at this 
time. The depression, with all its im- 
plications, is too recent for the accumu- 
lation of sufficient capital for a reason- 
able down payment. Under these cir- 
cumstances, if a great number of farms 
were forced upon the market to be sold 
in a very short period, a large percent- 
age of them probably would be pur- 
chased by speculators for resale, or by 
investors desiring to operate their farms 
indefinitely under a tenant system—a 
system which, from its beginning, this 
country has steadfastly endeavored to 
avoid. 

“Under such ownership it is doubtful 
if the farms would be given the care 
and attention they now receive from the 
institutional landowners. Furthermore, 
the insurance companies and the federal 
land banks are able to sell these farms 
back to real farmers on easy terms. If 
these institutions are permitted to mar- 
ket their farms in an orderly way, the 
farms will go back into the hands of the 
people who, from a social standpoint, we 
believe, should be the rightful owners 
of them.” 

Unbiased observers feel that insurance 
companies are not using their great 
financial strength to bring about an ar- 
tificially high real estate market nor to 
realize exorbitant speculative profits. 
They are marketing their properties in 
orderly fashion and it would be particu- 
larly undesirable at this time to demora- 
lize the real estate market. Fortunately 
there seems to be no disposition on the 
part of other states to follow Mr. FiscHEr’s 
lead. 


Responsibility of Agents 


INSURANCE SUPERINTENDENT PINK in 
his address before the EQuiTaBLeE SocrETy 
people at its 80th anniversary took occa- 
sion to set forth the responsibility of the 
men with the rate book in keeping policy- 
holders satisfied and seeing to it that their 
insurance is adapted to their needs even 


as these change. He stated very em- 
phatically that the duty of the agent is 
not merely to sell insurance, which he 
characterized as but the beginning of the 
program. The insurance, he said, must 
be preserved. The policyholder is entitled 
to receive constant advice and when it 








is desirable that insurance be altered or 
changed the agent must be not only 
competent but willing to advise such 
changes irrespective of pecuniary re- 
wards. 

Mr. Pink expressed the opinion that if 
this agency service were properly carried 
out no one would need to worry about 
outside advisers. Satisfied policyholders, 
he said, never fail to consult their agents. 
It is not so important in Mr. PInx’s 
opinion as to how much insurance an 
agent sells as it is that whatever is sold 
is the right kind and properly distributed. 
If insurance is oversold or if it is the 





wrong kind it will mean lapse and 
trouble for the company as well as the 
agent. 

Therefore, it behooves the salesman 
not only to know his business well, be 
competent, be resourceful, but he should 
have in mind at all times the well being 
of the policyholder and see to it that 
the assured is kept thoroughly satisfied 
with his insurance. The importance of 
the man in the field should not be over- 
estimated. His work is a decidedly im- 
portant one. It is so important that the 
well being of insurance rests very much 
in the hands of the sales forces. 


Lite Insurance a Foundation Stone 


THE death of Dr. W. J. Mayo of Roch- 
ester, Minn., elder of the famous scientists, 
who founded the great Mayo CLINIc, with 
his brother, CHarLes H. Mayo, recalls 
the vision that these two men had along 
lines of personal philosophy which em- 
bodied the highest ideals in the practice 
of medicine. Dr. W. J. Mayo wrote a 
letter in which he told something of the 
beginning of. the project. In 1894, he 
chronicles that the homes of the two 


brothers had been paid for and _ they 
started a modest life insurance program. 
Therefore, being protected more or less 
in a personal way they felt that they could 
expand in their operations. It is a tribute 
to life insurance that men of this type 
recognized its value and help. Their homes 
and their life insurance program formed 
the foundation of the structure on which 
they built. This is just another hidden 
value in life insurance. 








PERSONAL SIDE OF THE BUSINESS 





R. L. Bowen, former Ohio insurance 
superintendent, is now located at Colum- 
bus, O., instead of Cleveland as pre- 
viously reported. 

Bart Leiper, advertising manager 
Provident Life & Accident, has an un- 
usual hobby. With a sharp-bladed in- 
strument he carves etchings of unusual 
beauty out of celluloid. Mr. Leiper puts 
his talent to practical use in preparing 
illustrations for his company ’s own pub- 
lication, “The Lookout,” which he edits. 
Etching i in copper or metal by hand (or 
“0 gama is an old art, but using cellu- 
loid as a medium is very new. Mr. Lei- 
per says the advantage in using it is 
that the drawing can be readily outlined 
in pencil on the celluloid ready for cut- 
ting out as desired. He often mounts 
his etchings on wood and uses them in 
printing a limited number of copies. Mr. 
Leiper never studied art, but his mother 
was an artist of ability. 

Carl W. Kleifgen, St. Paul manager } 
of the Metropolitan Life, is a new 
grandfather and on a trip to the west 
coast stopped to see the new arrival at 
the home of Lieut. and Mrs. W. C. Hay 
(Myra Kleifgen) at Fort Warren, Neb. 
Mr. and Mrs. Kleifgen will spend most 
of August in the west. 

Quarter century anniversaries were 
celebrated by three Travelers branch of- 
fice officials this month. E. W. Heno- 
fer, Newark branch cashier, has been 
there since 1914. H. W. Walther has 
served the entire time in the Hartford 
branch, now go supervising payroll 
auditor. B. T. Bent, assistant secretary 
of Travelers, completed 30 years’ serv- 
ice late in July. He started in the 
agency department, after world war 
service returning to join the group de- 
partment. He was transferred in 1924 





to the department of office supervision, 
became office supervisor, and was ap- 
pointed assistant secretary in 1938. 


Horace Russel Smith, Houston man- 
ager Jefferson Standard Life, received 
a certificate of appreciation from the 
U. S. Junior Chamber of Commerce for 
his work in behalf of the organization’s 
magazine, “Future.” Mr. Smith was re- 
appointed circulation manager and 
presented a parchment scroll in recogni- 
tion of his work last year in increasing 
the magazine’s circulation to 35,000, a 
gain of 25,000 over the original goal. 

Clay Johnson, Jr., the young son of 
Vice-president H. Clay Evans Johnsen 
of the Interstate Life & Accident of 
Chattanooga, and secretary of the In- 
dustrial Insurers’ Conference, died fol- 
lowing an emergency operation for ap- 
pendicitis. 

L. V. Barnes, Omaha general agent 
Equitable Life of Iowa, has _ been 
awarded a Founders Club medal. Mr. 
Barnes joined the Equitable in 1916. He 
has been Omaha general agent five years. 
having been previously located in Kansas 
City. 

E. McConney, Bankers Life of Iowa 
vice-president and actuary, is speriding 
his vacation in Bermuda, with Mrs. Mc- 
Conney and their children. 

. L. Watts, general agent Pacific 
Mutual Life, Chicago, has just returned 
from a three weeks’ vacation which was 
spent motoring through the northwest- 
ern part of the United States. During 
this time he visited Yellowstone Park. 
His son, Robert, who is supervisor, will 
vacation the latter part of August in 
Kentucky and Michigan. 

George L. Lary, who served in a su- 
pervisory capacity in the ordinary 
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agencies at the Prudential head office, 
died at his home in Short Hills, N. J. 
He had been connected with Pruden- 
tial since 1918. 

Thomas J. Woods, 52, who was asso- 


ciated with his brother, George E. 
Woods, Houston, Tex., Indianapolis Life 
agency manager, died. 

William D. Spradlin, Louisville, Ky., 
for 30 years an agent for the Kentucky 
Central Life & Accident, died. 








LIFE AGENCY CHANGES 





New General Agent 
Named at Portland 


C. F. Merrifield has been appointed 
general agent for the Connecticut Mu- 
tual at Portland, Ore. He has been 
supervisor in charge at the Portland 
agency for almost a year, following the 





CLARENCE F. MERRIFIELD 


decision of former general agent Roland 
Lockwood to devote his time to his per- 
sonal clientele. 

Born in Michigan, Mr. Merrifield en- 
tered life insurance as a member of the 
Grand Rapids agency directly upon 
graduating from high school, and quali- 
fied for the convention in his first year 
in the business. In 1935 he won the 
president’s award, given to that agent 
who insures the greatest number of lives. 
Mr. Merrifield at that time insured 18714 
lives, and also qualified for the Quarter 
Million Dollar Corps. Mr. Merrifield’s 
offices are located at 210 Porter building. 


Brownlee Named to 
Succeed Sutphen : 


H. S. Brownlee, well known in Pitts- 
burgh as a personal producer and agency 
supervisor, has taken up his new work 
as general agent there of the Equitable 
Life of Iowa. From 1925 to 1928 he 
was executive secretary of the Pitts- 
burgh Association of Life Underwriters. 
He was an agent there for the New 
England Mutual and Connecticut Mu- 
tual and was appointed agency super- 
visor in Pittsburgh by the Provident 
Mutual Life in October, 1937. 

Mr. Brownlee succeeds H. S. Sut- 
phen, Pittsburgh general agent of the 
Equitable of Iowa since 1921, who is 
completing 40 years of continuous serv- 
Ice in life insurance. From 1895 to 1910 
Mr. Sutphen was in the home office of 
the Prudential. In 1910 he went to 
Pittsburgh as agency director of the 
Pittsburgh Life & Trust and subse- 
quently became vice-president in charge 
of agencies. In 1917 he was elected 
vice-president of the Cleveland Life, 
going from that position to the Equit- 
able of Iowa. 








Edgecomb Is Branch Manager 


D. L. Edgecomb has been named man- 
ager of the new west Texas branch of- 
fice at Lubbock by the John Hancock 
Mutual Life. He has charge of the plains 





counties, south through Big Spring, 
Sweetwater and Abilene, east through 
Haskell and Vernon, west to the New 
Mexico line and north to the Oklahoma 
line. Mr. Edgecomb has been connected 
with the Ricks Strong general agency 
of Dallas since the John Hancock Mu- 
tual entered Texas in 1937, and has been 
agency supervisor since Jan. 1. The 
Lubbock branch will handle all broker- 
age, substandard and excess business 
from its territory as well as have super- 
vision over appointment of agents in 
west Texas towns. This is the second 
branch established by Mr. Strong, the 
first being at Fort Worth, with Claude 
Maer as manager. Other branches later 
will be established at Waco and Tyler. 


Lloyd Williams Is 
with Union Central 


Lloyd Williams, Durham, N. C., has 
been appointed manager of the Union 
Central Life’s Raleigh, N. C., agency. 
The appointment follows the transfer of 
G. Y. Ragsdale from Raleigh to Louis- 
ville, where he heads the agency opera- 
tions. 

Born in Salisbury, N. C., Mr. Wil- 
liams spent most of his boyhood in 
Charlotte. On his return from war he 
matriculated at the University of North 
Carolina, where he was a member of 
a championship basketball team. He 
graduated in 1923. 

Upon leaving college he 





went to 





LLOYD WILLIAMS 


Florjdla, organizing his own real estate 
busfiess in St. Petersburg. Three 
years later he returned to North Caro- 
lina and entered life insurance as an 
agent in Asheville. 

The next 13 years he remained with 
the Jefferson Standard Life, serving 
managerships in Knoxville, Houston and 
Durham. 

The installation ceremony at Raleigh 
was in charge of H. P. Winter, assistant 


superintendent of agencies, and was 
attended by Union Central managers 
from Knoxville, Richmond, Charlotte, 


Lynchburg and Charleston, W. Va. 





Bayless with Columbus Mutual 


A. C. Bayless, formerly general agent, 
then district manager and more recently 
personal producer at Houston for the 
Southland Life, has been appointed 
Texas manager at Houston for the 
Columbus Mutual Life. 


Name Wilson, McBride & Co. 


The Crown Life of Canada has ap- 
pointed Wilson, McBride & Co., Hanna 
building, Cleveland, as district agents 
and managers for northern Ohio. Part- 
ners in the agency are M. H. Wilson, 
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Okay... I'll be glad to see you 


@ Getting the right kind of 
interview is the toughest job 
in selling life insurance. But 
your chances are much better 
if your company is well and 
favorably known by your 
prospect. 

Central 
“edge.” 
fathers of 


Here the Union 
salesman has an 
There 


average-or-better income who 


are few 
don’t see LIFE magazine. 
And every month LIFE car- 
ries a Union Central adver- 
tisement, newsy and dramatic 
enough to vie with LIFE’s 
own pictures and text. (See 


above. ) 


FAMILY S—WiTy $200-A-MONTH miconas 


90.06 





a M assets, For fy co 
¢ Union Central tis ke just sen 





Central? 


Month after month these 
widely-read ads are building 
a background that is invalu- 
able in opening doors for 
Union Central representa- 
tives. And further, the cam- 
paign provides agents with 
an interesting starting-point 
for a sales interview, by in- 
troducing fathers to one of 
the 


ever 


most attractive contracts 
offered 


Protection Plan, which com- 
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bines both of the strongest » 
sales appeals in life insur- 


ance! 


The UNION CENTRAL LIFE Insurance Company 
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@ The property management firms whose names are shown on this page have been selected after 
careful investigation. They have the recommendation and endorsement of The National Underwriter. 


ALABAMA 





ENGEL 


REALTY COMPANY 
Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 





CALIFORNIA (Cont.) 


FLORIDA 


FLORIDA (Cont.) 


| 











0.W.Cotton 


520-24 Commonwealth Building 
SAN DIEGO, CALIFORNIA 
Property Management 
LOANS — LEASING 
SALES — APPRAISALS 
GENERAL INSURANCE 
Property Management Equitable Life Assurance Society 


Property Management 
Mortgages—Sales 
Appraisals 


ua. HAUGHTON -. 


COMPANY 


108 West Bay St. Jacksonville, Florida 


COASTAL REALTY SERVICE, INC. 


Formerly known as Wagg, Inc. 
Wagg Building 
West Palm Beach, Florida 
SALES — LEASES — 
APPRAISALS 
PROPERTY MANAGEMENT 


Branch offices: Palm Beach and 
Fort Lauderdale, Florida 




















Property Management 
APPRAISALS 
SALES INSURANCE 


Re 
save EG 31 B LIN N= ons 


Leese ea Esiale Service] Leese ea Esiale Service] 


6 ST. JOSEPH ST. MOBILE, ALA. 





Norris, Beggs & Simpson 


Coastwide Service 


PROPERTY MANAGEMENT 
SALES—LEASES 
APPRAISALS 


243 Kearney Street 
SAN FRANCISCO 





PORTLAND, SAN FRANCISCO, SEATTLE 

















CALIFORNIA 


COLORADO 


WILLIAM H. GOLD CO. 


Security Building, 
Miami, Florida 
® 


MORTGAGE LOANS 
REALTOR 
PROPERTY MANAGEMENT 





GEORGIA 














Specializing inLoans, Sales Exchanges, Rentals 
Hollywood, Wilshire and Beverly Hills Properties 
Day and Night 
Property am Service 








Appraisers 
Property Managers 
Sales 

Loans 


A. D. Wilson & Co. 
1730 Calif., Denver, Colo. 











Established 1908 


ROY C. SEELEY CO. 


Business and Industrial Realtors 


Property Management—Appraisals 
Complete Service 


Pacific Electric Bldg. 


Los Angeles, Calif. 











CONNECTICUT 


ADAIR REALTY AND 
LOAN COMPANY 


LOANS 


Real Estate 
Insurance 


Renting 
Chain Store Leasing 


Healey Bldg. Atlanta, Ga. 








RUPERT L. RACKLEY 


Realtors 
ALFRED I. puPONT BUILDING 
PHONE 2-4541 
Miami, Florida 
APPRAISALS 
MORTGAGE LOANS 
PROPERTY MANAGEMENT 
Reference Florida National Bank 
& Trust 














BRIDGEPORT 
THE INVESTORS MORTGAGE CO. 


PROPERTY MANAGEMENT 
APPRAISALS 


Member Institute Management 


875 Main Street 


Property Management 
General Brokerage 
Appraisals 
Loans 


McNUTT-HEASLEY, 
REALTORS 
ORLANDO, FLORIDA 











IVAN A. THORSON 


Organization 


Real Estate Appraisers 
and Tax Counsellors 


A Nation-wide Service 


Los Angeles, California 








12th Floor Corporation Building: 





HARTFORD 
JOHN A. CAULKINS 


Certified Property Management 
M.A.I. APPRAISALS 
327 Trumbull St. 








| L. L. McMASTERS 


PROPERTY MANAGEMENT 
APPRAISALS 
LOANS 


Represent Jefferson Standard Life 
Insurance Company 


First Federal Bldg. 
St. Petersburg, Florida 











Established 1881 


Sales 
Leases 


Insurance 


PROPERTY MANAGEMENT 
SHARP-BOYLSTON COMPANY 


Realtors 
39-41 Forsyth St.. N.W., Atlanta, Ga. 








ALE; 
RENTING 
—— 


NG: & SON! 


Reasrors; 
LOAN 2 
insu RANCE 


37 GULL STREET SAVANNAH,GEORGIA 


PROPERTY MANAGEMENT 











ILLINOIS 





SALES AND vega 


PROPERTY MANAGEM 
COMPLETE MORTGAGE FINANCING 
GENERAL INSURANCE 


MEMBER 


Chicago Real Estate Board 
National Ass’n. of Real Estate Boards 
Chicago Board of Underwriters 


Continental Illinois Bank Bldg. 
HICAGO 


FRANKLIN 7878 


Ralph W. Applegate and Co. 











F. D. COURNEEN 
M. A. I. 
PROPERTY MANAGEMENT 


All Classes 
Industrial—Sales, Rentals, 
Leasing—Appraisals— Loans 
Covering Metropolitan Oakland Area 
415 Financial Center Bldg. 
Oakland, Calif. 








WATERBURY 


Hutchinson & Hutchinson 
Property Management 
Appraisals and Sales 


Member of 
Institute Management 


American — ote Real Estate 


195 nn "Main St. 








Tampa’s Leading Management Firm 


JAY HEARIN INC. 
REALTORS 


Property Management 
Insurance 
Rentals 
Sales 
Loans 
Members Institute of Real Estate Management 


Mass Bldg., Tampa, Florida 











SWAN-LORISH 


INCORPORATED 


Hl 


Expert Property Management 
Sales—Loans—A ppraisals 
Property Surveys 
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Chicago 
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INDIANA 


MISSOURI 


NEW YORK (Cont.) 





Property Management 
Appraisals 
Sales Leases 


KLEIN & KUHN 


Guaranty Bldg. Indianapolis 
George A. Kuhn, M. A. I. 











LOUISIANA 





M. A. I. Appraisals 
A> 





Senge R 


Brokerage - Management 
Ricou-Brewster Building 
Shreveport, Louisiana 








Real Estate 
LEO FELLMAN & CO. 


Established 1903 


Property Management 
Mortgage Loans 


829 Union St., New Orleans 


A Complete Real Estate Service 


HERBERT V. JONES 
AND COMPANY 


PROPERTY MANAGEMENT 
APPRAISALS 
INSURANCE 
LEASES 


LOANS 
300 BRYANT BLDG., KANSAS CITY, MO. 








Bank Just Past Its 80th Anniversary 
Real Estate Dept. in Its 40th Year 


Complete Real Estate Service 
Sales 
Cc 1 Leasing 
Industrial Properties 
Property Management 
Real Estate Dept. 


MERCANTILE COMMERCE 
BANK & TRUST CO. 
8th & Locust St. 

ST. LOUIS, MO. 








NEBRASKA 





L, F. FARRELL 


APPRAISER 


Property Management 
Insurance Loans 


524 Sharp Bldg. Lincoln, Neb. 














J, WALLAGE PALETOU, ING. 
REALTORS 


Property Management 











NEW JERSEY 





SEELY CADE, Inc. 


26 Journal Square, Jersey City 








Member—Institute Management 
Property Management 


Thorpe Bros. Building 
519 Marquette 
MINNEAPOLIS, MINNESOTA 


Appraisals 
" REAL ESTATE 
822 Perdido New Orleans Management Appraisals 
MINNESOTA Member—Institute of Management 
THORPE BROS.., Inc. 
"E BROS., NEWARK, N. J 


PROPERTY MANAGEMENT 
Appraisals — Sales 
HARRY J. STEVENS 

478 Central Ave., Newark, N. J. - 


Member 
American Institute of Real Estate Managers 





American Institute of Real Estate Appratsers 



































RONEY 


REALTY COMPANY 





TEXAS 





“48 Years in Dallas” 


J.W. LINDSLEY & CO. 


REALTORS 























Member of Institute of 
Property Management 
Beacon Bldg.. Tulsa. Okla. 





OREGON 





Norris, Beggs & Simpson 


Coastwide Service 


Property Management 
Sales—Leases 
Appraisals 
2nd Floor Wilcox Bldg. 


PORTLAND, OREGON 
PORTLAND, SAN FRANCISCO, SEATTLE 











PENNSYLVANIA 











REALTORS We specialize in Property Man- 
Herald Building, 332 So. Warren Street agement for Life Insurance and 
SYRACUSE, N. Y. Trust Companies. References. 
M Appraisals 
—" _— 1209 Main St. DALLAS 
a McDONALD & COMPANY 
PROPERTY MANAGEMENT 
MORTGAGE LOANS 601 Dan Waggoner Bldg. 
wo ery Fort Worth, Texas 
=) 
pean, jeoemoase Property Management — Sales — Loans 
Appraisals—Competent Real Estate 
i \SALES COMPANY aman 
Perrine Building, Oklahoma City 
DARNELL-ZUENDT CO. | ——— 
a canis PROPERTY MANAGEMENT, 
REAL EST. ATE. RENTALS, oe 
MANAGEMENT APPRAISALS, 
APPRAISALS 


FIRST SECURITY TRUST CO. 


(Property Management Dept.) 
Salt Lake City, Utah 











WASHINGTON 





Norris, Beggs & Simpson 
Coastwide Service 
PROPERTY MANAGEMENT 
SALES—LEASES 
APPRAISALS 
REPUBLIC BLDG. 


SEATTLE, WASH. 
PORTLAND, SAN FRANCISCO, SEATTLE 





PHILADELPHIA — SOUTH JERSEY 
PROPERTY MANAGEMENT 
MORTGAGES 
APPRAISALS 


Markeim-Chalmers-Ludington, Inc. 
1424 Walnut Street, Philadelphia, Pa. 
645 Market St. Camden, N. J. 


J. W. MARKEIM, Member — AMERICAN 
INSTITUTE_OF REAL ESTATE 
APPRAISERS 
INSTITUTE OF PROPERTY 
MANAGEMENT 














WEST & WHEELER 
REALTORS 
Property Management 
Complete Real Estate Service 
For the past 40 Years 


Entire 2nd Floor, Marion Bldg. 
Seattle, Wash. 














F. S. Barrett & Co. 


Realtors 


Established 1894 
PROPERTY MANAGEMENT 
SALES—LOANS 


Ziegler Bldg. 
Spokane, Wash. 














Mississippi’s Largest Realtor 


W. P. BRIDGES 


PROPERTY MANAGEMENT 
AND SALES 


Bridges Bldg.—Jackson, Miss. 











ROCHESTER, NEW YORK 


for 
PROPERTY MANAGEMENT 
see 


WILLIAM H. GORSLINE 
119 Main Street East 
A COMPLETE SERVICE 
properly staffed 
Member—Institute Management 











NEW YORK pes 
DUNN & STRINGER Property Management COMMONWEALTH 
Kee sies peel Leasing Sales  Appraisals| | REAL ESTATE CO. 
Empire Bank Building 
St. Paul, Minnesota Modern 
McNeil S. Stringer, Pres. a 
Boer Sew REAL ESTATE — 
Property Management 225 Fifth Ave., New York, N. Y. 528 Touhy Dew. Putsburgh, Po. 
AShland 4-4200 
MISSISSIPPI TENNESSEE 
In Our Experience of More Than 25 Years Will 


Help Solve Your Problems 


We Invite Your Consultation 


F. L. Gates Company 
REALTORS—INSURORS— 
MORTGAGE LOANS 
729 Walnut St. Phones: 7-1534—7-2978 
CHATTANOOGA, TENN. 








Please Mention 
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Jr., D. S. McBride, S. W. Hubbard and | 
H.-P; McIntosh, lil. 

Assisting in development of the terri- 
tory will be Wayne Trostle, specialist in 
insurance estates, and M. E. Curtis, who 
goes from the home office in Toronto as 
secretary. 





Five Appointments Are Made 
in Texas Territory 


Five managerial appointments have 
been made in Texas by California-West- 
ern States Life. A new field superin- 
tendent, T. F. Poyner, was appointed, 
with headquarters at Fort Worth. He 


| has been organizer and agent for sev- 
| eral companies since 1919. R. W. Webb 
was named manager of a new agency 
opened at Corpus Christi, with offices in 
the Nixon building. He has been an 
agent and organizer since 1921. 

R. Spaulding rejoined the com- 
pany as field superintendent with head- 
quarters at Odessa. He formerly was 
with the California-Western States Life 
but recently operated a San Angelo au- 
tomobile sales agency. L. A. Moll, as- 
sistant manager at San Antonio for the 
Praetorians for five years, was ap- 
pointed unit manager at San Antonio, 
associated with W. A. Gamble, branch 





manager, California- Western States. 
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Title Insurance Companies 


@ The title insurance firms whose cards are shown on this page 
have been selected after careful investigation. 
recommendation and endorsement of The National Underwriter. 


They have the 




















CALIFORNIA 


ILLINOIS 





Title Insurance—Escrows—Trusts 


Title Guarantee & Trust Co. 


Incorporated October 28, 1895 


Title Guarantee Building 
Hill at Fifth Street 
(Los Angeles, California 








CHICAGO TITLE 


AND 
TRUST COMPANY 
America’s Leading Title Company 


69 W. Washington Street 
Chicago 














MISSOURI 





Specify 
TITLE PROTECTION 
From the 
LARGEST, MOST COMPLETE 
TITLE COMPANY IN THE WEST 
(Capital and surplus over $16,000,000.00) 
TITLE INSURANCE 
and TRUST COMPANY 


433 South Spring Street, Les Angeles 
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Leslie V. Gentry was named manager 
at San Angelo with offices in the San 
Angelo National Bank building. 





Galbreth Named at Jacksonville 


The Pan-American Life has appointed 
George C. Galbreth as general agent at 
Jacksonville, Fla. He has been with 
the company since 1934. 





Kenna Appointed at Miami 


Protective Life opened a new Florida 
agency at Miami to be known as the 
Southeastern Florida Agency. J. R. 
Kenna is general agent and S. E. Pink 
associate general agent. They have es- 
tablished offices in the Dupont building. 
C. B. Barksdale, supervisor, assisted in 
making arrangements at Miami. 





Two Companies Enter Oklahoma 
The St. Louis Mutual Life has en- 

tered Oklahoma with Virgil A. Gaston 

and Vester C. Gaston, general agents. 
The Old Republic Credit Life of Chi- 








cago has reentered Oklahoma with U. S. 
Hart of Shawnee, as general agent. 


NEWS BRIEFS 


M. H. Casey, San Francisco general 
agent Equitable Society, has named 
Thomas F. Kilmartin, district manager 
at San Jose, Cal. Mr. Kilmartin, a for- 
mer automobile dealer entered the life 
business with the Equitable last Janu- 
ary. 

The Bankers Life of Nebraska has 
appointed E. M. McLaughlin general 
agent at New Kensington, Pa. He has 
been in the insurance business eight 
years. 

J. J. Salvert has been named general 
agent Central States Life in Port Ar- 
thur, Tex. 

Clarence Harper has been appointed 
district agent at El Paso, Tex., for the 
Union Central Life as successor to the 
late R. H. Rinehart. 

The E. F. White general agency at 
Dallas for the Connecticut Mutual Life 
has appointed Hanks & Downing, Wich- 
ita Falls, Tex., district agent. 











NEWS OF THE COMPANIES 





DeWitt and Welsh Advanced 
by the Travelers 


J. D. DeWitt, supervising adjuster of 
the Greater New York area in the life, 
accident and group claim department of 
Travelers’ 55 John street, New York 
City branch office, has been promoted to 
assistant manager of the same depart- 
ment at the home office. He will assist 
H. S. Don Carlos, the claim department 
manager, in general supervision of all 
claim work. A. C. Welsh, adjuster at 
San Francisco, was transferred as super- 
vising adjuster to the 55 John street of- 
fice. The promotions are effective 
Sept. 1. 

Mr. DeWitt joined Travelers in 1925 
as investigator at Des Moines and in 
1927 was transferred to the home office 
as examiner in the life, accident and 
group claim department. He was pro- 
moted in 1933 to assistant manager in 
charge of northeastern United States and 
Canada, and in 1937 was transferred to 
New York as supervising adjuster. Mr. 
Welsh joined Travelers in 1922 as in- 
vestigator at San Francisco; became as- 
sistant adjuster in 1923, and in 1926, was 
promoted to adjuster. 


American L. & A. Report 
for First Six Months. 


The semi-annual statement of the 
American Life & Accident in St. Louis 
shows assets $176,929, as compared with 
$157,075 a year ago. The capital is $5,000 
and net surplus $16,262 as compared with 
$7,882. The premium income excluding 
annuities was $66,988 as compared with 
$60,236. There was $18,774 paid to pol- 
icvholders, total disbursements being 
$63,528, as compared with $61,356 a year 
ago. The average size policy this year 
was $900 as compared with $1, 171. The 
average ofdinary policy in force is $1,201. 
The ordinary insurance paid for was 
$577,303 as compared with $469,808, in- 
dustrial $455,443 as compared with $595,- 
517, total $1,032,746, as compared with 
$1,065,325. The ordinary insurance in 
force was $1,658,770, as compared with 
$1,150,029 a year ago. The industrial is 
$2,639,915, as compared with $2,785,027. 
The total insurance in force was $4,- 
298,685. 





Dorsey Now Is Acting Head 


Robert P. Dorsey, vice-president and 
sales director of Commercial Life of 
Dallas, has taken charge of operations, 
to serve as acting head pending elec- 
tion of a new president. C. E. Shedd 
resigned recently as president. 





The Southern National Mutual Life 
of Corpus Christi, Tex., is to be con- 


verted into a stock company with $100,- 
000 capital. 


Directors voted the action. 








Report on Convention Audit 
of West Coast Life 


In the final report of the recent con- 
vention examination of the West Coast 
Life, assets were set at $24,853,293, 


! combined capital stock, investment re- 


serves and unassigned surplus $869,914. 
Reduction has been made in book value 
of real estate acquired through fore- 
closures, based on reports of independ- 
ent appraisers. Mortgage loans on which 
interest is due and unpaid for a period 
of a year or more, have been protected 
by increased contingency reserves to 
cover the estimated shrinkage in the 
value of the real estate involved. Bonds 
not adequately secured in addition to 
any in default, as well as all stocks, are 
included ati market value. The exami- 
nation was made as of Dec. 31, 1938. 

Francis V. Keesling, president, com- 
menting upon the report, said that as of 
June 30 bond holdings had increased 
to $4,749,104, of which 48.7 percent have 
“A” rating or better. 





Continental Assurance Year 

The Continental Assurance, of Chi- 
cago, during the first six months, 
showed new paid for business $15,180,- 


.214, increase more than 6 percent over 


the similar period of 1938. Its insurance 
in force is $239,802,216, increase $7,- 
829,718 over Dec. 31, which is a new 
high figure. The assets were $31,926,- 
326, increase $1,487,990, another new 
high. Its policyholders surplus, ex- 
cluding general contingency reserve of 
$280,000, is $3,596,419, increase $89,319, 
which also is another new high. 


Bankers Union Life Examined 


A convention examination of the 
Bankers Union Life of Denver has just 
been released. It covers the period 
June 30, 1935, to Dec. 31, 1938. A 
change of only $250 was made in ad- 
mitted assets and liabilities from the 
figures shown in the 1939 Unique Man- 
ual-Digest. 

Admitted assets are $657,672, paid-in 
capital and surplus $171,383; premium 
income in 1938 was $250,766. Insurance 
in force at the end of 1938 was $7,298,- 
649. It operates in Colorado, Nebraska, 
New Mexico, South Dakota, Texas and 
Washington. 








Mutual Trust Reports Increase 


At the semi-annual directors meeting 
of the Mutual Trust Life operations for 
the first six months were reported. et 
first year premium receipts increased 21 
percent and net renewal premiums 3 per- 
cent. Insurance in force increased 4 
million and a half and assets about the 
same amount. 

The financial department reported $3,- 
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500,000 new investments in bonds and 
mortgages. The average yield on bonds 
purchased was 3.63 percent; on mort- 
gages 4.68 percent and the average on 
both bonds and mortgages 3.96 percent. 
Death, disability and double indemnity 
claims incurred were somewhat higher 
than during the same period of 1938. 
The average size of new insurance ap- 
plications received during the six months 
was 13 percent larger. 


Shedd Bank Credit Division Head 


Charles E. Shedd, former president 
Commercial Life, Dallas, has joined the 
Great American Reserve of Dallas as 
manager of the bank credit life insur- 
ance department. He has 18 years’ ex- 
perience in life insurance business as 


agent, general agent and branch man- 
ager. ‘He retired recently as president 
of the Commercial Life, which he or- 
ganized two years ago, a company 
which specialized in writirg credit life 
insurance for banks and other lending 
institutions. 





The Ancient Foresters’ Mutual Life 
has changed its name to Toronto Mu- 
tual Life. 

A. K. Kilpatrick reports news stories 
naming him as interested in the Gibral- 
tar Life of Louisiana, which has gone 
into receivership, are erroneous. He sold 
his interests in the firm more than three 
years ago. 

The Alliance Life of Illinois has with- 





drawn from California. 
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Service Stressed 
at Acacia Meeting 


“We must take the emphasis off ‘sell, 
sell, sell’ and place it on ‘serve, serve, 
serve,’” President William Montgomery 
told more than 250 agents, branch man- 
agers, and supervisors of the Acacia 
Mutual Life at its convention at Sun 
Valley, Ida. He announced as Acacia’s 
new standard: 

“Better qualified field men, better in- 
formed policyholders, so that lapses may 
be reduced and the waste and loss inci- 
dent thereto prevented.” 

This standard is to be attained, he 
said, through rigid selection of field men, 
careful training and supervision, and by 
emphasis on service rather than on 
selling. The size of the field force is 
to continue to be secondary to the qual- 
ity of the men composing it, for un- 
qualified men cannot render the type of 
service that policyholders need and 
Acacia demands of its field men. Un- 
qualified men are the primary source of 
badly sold and misplaced business which 
yearly goes off the books in lapses and 
constitutes not only a loss to the com- 
pany but an even greater loss to the 
policyholders, President Montgomery 
said. 


Measuring Management 


S. E. Mooers, secretary, spoke on 
“Measuring Management.” He gave as 
the three principal responsibilities of the 
manager: (1) Leadership in personal 
production in his branch; (2) develop- 
ment of the man power already in the 
branch; (3) development of new man 
power, which is greatly simplified if the 
first two principles are well done. He 
said he in no wise intended to minimize 
the importance of the manager’s part 
in conservation, but if the manager fol- 
lows the first three principles, conserva- 
tion will be almost automatic, for he 
will have qualified agents selling quality 
business so perfectly fitted to the needs 
of the policyholders and so thoroughly 
understood by them that it will stay on 
the books. 


Conservation Record Improves 


L. K. Crippen, vice-president and 
actuary, gave a Statistical analysis of 
the Acacia’s business and progress the 
past two decades. He said its conser- 
vation record the first six months 
showed 12 percent improvement over 
the corresponding period of 1938. 

Recent revisions in forms and reports, 
to simplify methods of securing busi- 
ness, were explained by E. M. Thoré, 
assistant counsel. Langhenry, 
agency secretary, introduced the officers 
of the William Montgomery Quality 
Club: W. B. Vennard, Houston, presi- 
dent; O. D. Heise, District of Columbia; 
E. M. Barr, Youngstown; E. J. War- 
shell, Chicago, and C. L. Fritz, Newark, 
vice-presidents. Todd Cochran pre- 
sented an analysis of the best methods 
for recruiting and training quality field 





men. 


Columbian National 
Agency Convention 


August 7 will be the opening day of 
the Star Producers Club conference of 
the Columbian National Life in its 
home office city, Boston. A number of 
notable guests are expected to be 
present, among whom will be Commis- 





A. A. MeFALL 


sioner Harrington of Massachusetts and 
W. G. O’Hare, director, overseers of 
the public welfare in Boston. Speaker 
at the banquet will be F. D. Duke, ad- 
vertising director of “Time.” 
Following the business session the 
second morning, a luncheon will be held 
at the home office building and later in 
the afternoon the guests will entrain for 
New York City and the New York Fair. 


Agency Management Meetings 


Aug. 9 has been set aside for an all- 
day meeting on “Agency Management.” 
This will be in the form of a round 
table discussion led by Vice-president 
A. A. McFall, and will be held at New 
York’s Hotel McAlpin. At this meet- 
ing only general agents, district man- 
agers, supervisors and others interested 
im agency mianagement will be present. 

Presiding over the Star Producers 
Club meetings will be W. S. Vogel, 
president and secretary, and R. A. Free- 
man, vice-president. Mr. Vogel is general 
agent at Newark, N. J., and Mr. Freg- 
man is district agent at Idaho Falls, Ida. 
President Vogel has earned member- 
ship in his top production club 13 times. 
Mr. Freeman has earned 18 member- 
ships, and is serving his third consecu- 
tive term of office as vice-president. 





Lamar Life Agents on Cruise 


A land conventior: in New Orleans 
and a floating convention from New 
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Lamar Life in August. The annual 
agency convention will be held at the 
Monteleone Hotel, New Orleans, Aug. 
4. The followirg day the All Stars, 
top agency club, will sail on the S. S. 
Dixie for New York and the fair. All 
Star meetings will be held on the ship. 
President P. K. Lutken and Vice-Presi- 
dent W. D. Owens will head the dele- 
gation. 


Map Plans for 
Occidental Rally 


More than 175 representatives of Oc- 
cidental Life of California are expected 
to attend the annual convention of the 
Los Conquistadores Club to be held 
jointly with the Leading Producers Club 
in San Francisco, Aug. 14-16. 

Largest single contingent of qualifiers 
again this year comes from the home 
office agency in Los Angeles, where 
nine men, led by I. C. Cunningham, 
agency manager, met the requirements. 
The home office agency also produced 
the Los Conquistadores Club president 
this year. He is Frank J. Longo, who 
won the honor for the second con- 
secutive time. Mr. Longo also won 
presidency of the Producers Club. 

First vice-presidency in the Los Con- 
quistadores Club goes to Charles E. 
Cleeton, general agent in Los Angeles. 
He was president of the club in 1936 
and 1937. Second vice-president is Max 
Abrams, life manager of Isaacs & Bern- 
stein, Cincinnati. 

Both Mr. Cleeton and Mr. Abrams 
had a 100 percent persistency record on 
second year premiums paid. 

The convention will begin Sunday 
night, Aug. 13, with a reception for club 
members by the Occidental executive 
staff. Officers present will include: 
President L. M. Giannini, Executive 
Vice-president Dwight L. Clarke, Vice- 
president V. H. Jenkins, Vice-president 
and Actuary Francis H. Hope, Vice- 
president and Controller Carl L. De- 
Vries, Vice-president Lee J. Dougherty, 
Secretary Howard J. Brace, Assistant 
Actuary C. H. Tookey, Assistant Sec- 
retary Ed Jensen and Agency Secretary 
Raymond H. Belknap. A staff of agency 
department men will be present also. 

Sessions will be held Monday, Tues- 
day and Wednesday mornings, with ac- 
cident and health and group seminars 
on Monday and Tuesday afternoons. A 
special luncheon for new members will 
be held Monday, and the final event will 
be a luncheon-banquet Wednesday noon. 

Round table meetings, which proved 
so popular last year, will be repeated 
this year at two sesions. A _ surprise 
feature is scheduled for Tuesday 
morning. 


E. B. Thurman Is to Address 
Republic National Agents 


E. B. Thurman, general agent New 
England Mutual Life at Chicago, will be 
the featured speaker at the annual 
agents convention of the Republic Na- 
tional Life, Aug. 28-30 in Dallas, the 
home office city. He will speak on 
“Harnessed Power” in a business ses- 
sion and will make a second appearance 
at the annual banquet, discussing “Mo- 
tivation.” 

Mr. Thurman’s talks are quite popu- 





lar in Texas, where he appeared before 
the annual convention last year of the 
National Association of Life Underwrit- 
ers-at Houston, and last June before the 
Texas Association of Life Underwriters 
at San Angelo. 

Convention program details will be 
announced soon by M. Allen Anderson, 
agency vice-president, who stated much 
of the program will be devoted to the 
agency force. Theo. P. Beasley, presi- 
dent, will be on the program. 





B. M. A. Holds Salt Lake Regional 


A, regional meeting of agents of the 
Business Men’s Assurance was held in 
Salt Lake City for two days, attended 
by about 50 supervisors and field men 
from Utah, Idaho, Montana, Wyoming 
and Nevada. President W. T. Grart 
spoke on “Attaining 1939 Major Objec- 
tives,” and “What About Tomorrow?” 
G. P. Backman, executive secretary, 
Salt Lake Chamber of Commerce, gave 
zen address. Commissioner Neslen wel- 
comed the visitors, telling how his de- 
partment was cooperating) with compa- 
nies and agents to assure superior serv- 
ice to the insuring public. 

Other speakers included Frark Moz- 
ley, president Salt Lake Association of 
Life Underwriters; H. J. Syphus, super- 
intendent of agents Beneficial Life; W. 
A. Crowder, manager Banker’s Life of 
Iowa; Dr. A. S. Bennion, assistant to 





the president Utah Power & Light 
Company. W. M. Jones, intermountain 
branch manager, was in charge and 
presided. 


INVESTMENTS CHIEF PROBLEM 


SEATTLE, WASH.—Chief problem 
today in the insurance business is find- 
ing satisfactory investments for policy 
holders funds, W. T. Grant, president 
Business Men’s Assurance, said at a 
one-day sales convention here. Mr. 
Grant also addressed the Seattle Life 
Managers’ Club. 


Woollen Conducts Oklahoma Meet 


Sam Cowan, manager of the Capitol 
Life general agency in klahoma, 
introduced W. V. Woollen, agency vice- 
president, to his entire organization, gath- 
ered together in Oklahoma City. An all- 
day session was held during which sub- 
jects of general interest were discussed. 
The meeting ended with a banquet. 
While the purpose was to introduce the 
newly appointed agency vice-president, 
it was also somewhat of an anniversary 
party in that it marks three years of the 
Cowan agency in Oklahoma. Mr. Wool- 
len was highly pleased with the type of 
agents representing the company in that 
community. Another meeting is planned 
for October. 


Read The Industrial Salesman, $1.25 a 
year. 420 E. Fourth Street, Cincinnati. 











AS SEEN FROM CHICAGO 





JAMES A. LAADT NAMED ASSISTANT 


James A. Laadt has been appointed 
assistant manager of the life department 
of Cramsie-Laadt 
& Co. Chicago 
general insurance 
agency. In this ca- 
pacity he is under 
the direction of 
A. H. Ehresmann, 
manager. He will 
devote his time to 
brokerage business. 

Cramsie, Laadt 
is general agent of 
Northwestern Na- 
tional Life. Mr. 
Laadt is a brother 
ot W. J. Laadt, 
one of the partners. 
He represented the Travelers in Chi- 
cago for some time and since 1932 has 
been with Cramsie, Laadt. The appoint- 
ment was made necessary by increased 
business in the life department. 





James A. Laadt 





TO HAVE PARTY FOR HOULE 


It is understood that an installation 
party will be held in Chicago the first 
week in September for A. R. Houle, 
who this week assumed charge of the 
agency of Massachusetts Mutual, for- 
merly headed by J. H. Dingle. 

At this time it is expected that home 
office officials and many general agents 
will be present from other Massachu- 
setts Mutual agencies throughout the 
country. 

Mr. Houle returns to Chicago after 
an absence of approximately a year with 
an excellent record as general agent 
for the company at St. Paul. A 15 per- 
cent increase in number of lives writ- 
ten, a 100 percent increase in volume 





paid for and 125 percent in premium 
income were recorded. 





ASSOCIATES HONOR BOOTH 


R. I. Booth, actuary attached to the 
Illinois and Cook county branch of 
Travelers, Chicago, was honored by his 
associates this week upon his completion 
of 25 years of service, 14 of which were 
spent in the Chicago office. 

At a special agency meeting, C. E. 
Lindstrom, assistant manager, and M. 
H. Donchin presented him with a travel- 
ing bag and large bouquet of flowers on 
behalf of the agents and employes. Mr. 
Booth, who is a past president of the 
Chicago Actuarial Club, is believed to be 
the only actuary in the country attached 
to a company branch office. He 
is a fellow in the Actuarial So- 
ciety of America and an associate in the 
American Institute of Actuaries. 





GAINS FOR FRED S. JAMES & CO. 


Fred S. James & Co., Chicago, regis- 
tered a 32.4 percent gain in new paid 
life insurance and a 13.3 percent increase 
in accident insurance for the first six 
months, according to C. F. Lundquist, 
life and accident department manager. 
R. Y. Sanders was the life leader and 
Charles Buresh, Jr., the accident leader. 





LAMB AGENCY IN FIRST PLACE 


The E. E. Lamb general agency of 
Columbian National Life at Chicago 
stood first in June for accident and 
health volume among that company’s 
agencies, and for the first half year 
placed fourth in accident and health col- 
lections and fourth in paid life insur- 
ance volume. Mr. Lamb has just re- 
turned with his family from a long 
sightseeing trip by automobile on the 
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Pacific Coast. They covered 7,200 miles, 
taking in the Grand Canyon, the San 
Francisco fair, Yosemite and also toured 
in the Rockies. He will attend the an- 
nual agency convention at Boston and 
New York next week. 





JUDGE O’CONNELL IS PRAISED 


The directors of the Chicago Associa- 
tion of Life Underwriters complimented 
Probate Judge O’Connell and directed 
that an expression of appreciation be 
sent to him for his assistance in making 
it possible for' guardians and conserva- 
tors, with the approval of the probate 
court, to invest in fully paid endowment 
or annuity policies on the life of the 
ward. 

The constitution and by-laws of the 
Chicago association are in process of 
being revised and probably will be sub- 
mitted to the membership for ratifica- 
tion about Sept. 1, it is reported by 
James H. Brennan, chairman of the 
committee. 

Principal changes are being made to 
permit the association to function in its 
present set-up with various divisions for 
specific groups. Among the changes 
recommended is the increasing of the 
personnel of the directors to give these 
divisions wider representation. Attempt 
is also made to clarify the distinctions 
between producing agents and general 
agents, managers and supervisors as 
agency executives. 





GRIFFIN, INGRAM & PFAFF OUTING 


The Griffin, Ingram & Pfaff agency in 
Chicago will hold its outing and golf 
tournament Aug. 10 at the Pistaqua 
Hills Country Club. The agency’s first 
outing was held there 12 years ago and 
this is the first time it has met there 
since. Edward F. Fendt is chairman. 





HASTIE AGENCY WINS CUP 


The Heifetz, Hastie and Coyner agen- 
cies of the Mutual Life of New York in 
Chicago held a two months contest 
which was won by the Hastie agency. 
W. G. Warren, manager of the clearing 
house in Chicago, awarded a production 
cup. Ten leading agents of each of the 
offices held an outing at Olympia Fields. 





ECKSTONE JOINS MANHATTAN LIFE 


Sydney S. Eckstone, formerly with the 
Franklin Life in Chicago, has joined the 
Manhattan Life as general agent with 
offices at 120 South La Salle. Mr. Eck- 
stone has been in life insurance since 
1919. He has a record of 130 weeks of 
app-a-week production. 

The Manhattan Life now has two 
general agents in Chicago, the other 
being George H. Mintz, located in the 
Insurance Exchange building. Mr. Eck- 
stone has good facilities for brokerage 
business, giving especial attention to 
sub-standard risks. 





Oregon Results Are Given 


The Oregon department, in its annual 
Teport, shows that the life companies 
had $587,011,755 ordinary insurance in 
force in the state, $71,427,744 group and 
$42,637,129 industrial. Premiums col- 
lected on ordinary business were $18,- 
103,535, group $929,277, industrial $1,- 
699,634 and annuities $2,808,912. 

Insurance in force of fraternals 
amounted to $49,873,519, a decrease of 
3.07 percent. Dues collected were $1,- 
455,345 and death claims paid were 
$757,369. 

Revenues of the Oregon department 
amounted to $845,891, an increase of 
$67,058 and total expenditures were 
$43,691, 





M. J. Lesnak of the Youngstown, O., 
agency of the Ohio State Life, has just 
completed six years of consecutive 
weekly production. 





THE WOMAN’S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 
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Making Progress on 
Major Problem 


The great problem facing the life in- 
surance institution is to secure and keep 
policyholders at an expense reasonably 
proportionate to the value of the bene- 
fits, H. L. Ekern, president Lutheran 
Brotherhood, declared in his address at 
the general convention held in Minne- 
apolis. This is being done in the case of 
persistent policyholders, but the cost to 
lapsing policyholders is excessive. Mr. 
Ekern said the Lutheran societies have 
made progress in attacking this prob- 
lem, having substantially increased in- 
surance in force in recent years, espe- 
cially since 1938. He reported relatively 
lower expense than general in life insur- 
ance. 

Lutheran Brotherhood has grown 
steadily, he said. At the end of 1934, in- 
surance in force totaled $46,000,000. Now 
it is $65,000,000. Assets were $4,803,161; 
at the end of 1938 they were $8,737,305, 
and now are $9,000,000. More than 60,- 
000 lives have been insured and are on, 
the books. 

Mr. Ekern paid respects to the other 
Lutheran Society, Aid Association for 
Lutherans, saying it has $190,000,000 in- 
surance in force. He envisioned the 
day, less than a decade hence, when 
Lutheran Brotherhood, he anticipates, 
will have 500,000 members with more 
than a half billion insurance in force and 
with the Aid Association will exceed a 
billion in force. 


Largest Attendance in History 


Representatives and visitors attended 
from many parts of the country, includ- 
ing California and New York. It was 
by far the largest attended convention in 
the society’s history. 

Ledger assets July 1, were reported to 
be $9,189,181, total income first six 
months $1,244,246, as compared with 
$1,127,093 for the first six months of 
1938; insurance in force $67,140,587 of 
which $5,587,209 was juvenile; net gain 
in insurance in force of all branches for 
six months $1,806,075. 

E. W. Bordahl, president American 
Federation of Lutheran Brotherhoods, 
gave an address at luncheon. Secretary 
Dr. C. M. Roan reported. Directors for 
12 year terms, the three incumbents, J. 
A. O. Preus, Chicago; Dr. C. M. Roan, 
Minneapolis, and Dr. Luther A. Harr, 
Philadelphia, were reelected. Russell H. 
Matthias of Ekern & Meyers, Chicago, 
was elected to fill a vacancy. 

A number of short talks were made by 
agents and delegates. 


N.F.C. Program for Thursday 
at Detroit Is Given 


Through clerical error of the commit- 
tee in charge of publicity for the Detroit 
annual meeting of the National Fraternal 
Congress in August, the program for 
Thursday, Aug. 17 was omitted. It is 
given below: Call to order will be at 9:30 
a.m. There will be report of the Com- 
mittee on State of the Orders and Sta- 
tistics, by Eugene H. Pakes, Woodmen 
Circle. A report of the Committee on 
Field Work, by Arthur R. Colvin, Fidel- 
ity Life; report of the Committee on 
Revision of Blanks, by William T. El- 
dridge. Following will come the election 
of officers. In the afternoon there will 
be a lake cruise on the “City of Cleve- 
land,” Lake Erie, with return at 5:45 
p. m. An open house will be held by 
Gleaner, Life, at 7:30 p.m. at 5705 Wood- 
ward avenue, and at 8:30 p.m. an open 
house by Maccabees at 5057 Woodward 
avenue, followed by dancing in the Audi- 
torium of the Maccabees. 


Must Pay Double for Murder 


The Florida supreme court in Sov- 
ereign Camp, Woodmen of the World 
vs. Williams, has ordered double indem- 














nity benefits to be paid on account of 
the murder of the assured. Woodmen 
of the World denied liability on the 
ground that the beneficiary and wife, 
Alean Williams, was accessory to the 
death of the assured. J. B. Williams, 
the assured, was slain in his home at 
Pensacola by some unknown person. 
The court held that there is a complete 
failure in the proof offered by Woodmen 
of the World to connect Alean Wil- 
liams with the murder. 


Minnesota Department Intact 


ST. PAUL—Apparently the Minne- 
sota insurance department came un- 
scathed through the Aug. 1 shakeup in 
state departments. During the 10 days 
preceding Aug. 1 scores of employes in 
practically every department except that 
of insurance were replaced, but as far 
as known there have been no changes in 
the insurance department. 

On Aug. 1 civil service became effec- 
tive in Minnesota and hereafter all em- 
ployes on the state payroll except world 
war veterans will be under civil service 
regulations and must take examinations 
to retain their jobs. This applies to the 
insurance department as well as others, 
although not to the heads of departments. 


Heads AA Persistency Roll 


Ed Sawin, Camden, N. J., of the 
Louis L. Paret agency for the Provident 
Mutual Life stands as the leader of the 
“AA Persistency Roll” a record that 
adds another laurel to his position as 
company and agency leader. Five 
other members of the Paret Agency 
share this AA Persistency classification. 
Ted Widing is leading Persistency 
Class A. 


Prospect with accident and health. 
Read The Accident & Health Review. $2 
a year. 175 West Jackson Blvd., Chi- 
cago. 











WOODMEN oF THE WORLD 
UFE MIRAGE SGT 


Founded nearly half a century ago, 
its assets have mounted to over 


$128,000,000. 


Its investments are largely in Gov- 
ernment, State and Municipal 
Bonds. 

a 


It has paid to beneficiaries over 
$258,000,000, and to living members 
over $47,000,000. 


For each $100 of reserve and cur- 
rent liability it has assets on hand 
of the value of $123.14. 


Through prosperity and depression, 
war and epidemic, its financial 
strength has paralleled its record 
of insurance and fraternal service. 


It maintains at San Antonio, Texas, 
an endowed free hospital for mem- 
bers who suffer with tuberculosis. 
This institution is on the accredited 
list of the American College of Sur- 


geons. 
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1883— 1939 


AFTER fifty-six years of faithful life insurance service 
to its members, Modern Woodmen of America is on 
better financial and fraternal footing than ever before. 


ITS assets, which have more than doubled in the past 
Six years, now exceed $78,500,000, showing an in- 
crease of more than $6,000,000 (8.91 per cent) for 


THIS Society, while modernizing certificate forms and 
business methods in accordance with changing needs 
and conditions, still adheres to those time-tried princi- 
ples of genuine fraternalism upon which it was 
founded. A marked revival of fraternal activities in 
its many local Camps further strengthens its fraternal 


THIS fifty-six-year-old institution is well-equipped to 
provide life insurance for the entire family. 


MODERN WOODMEN OF AMERICA 


HEAD OFFICE 
ROCK ISLAND, ILLINOIS 
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New England Quarters For 
Stoessel in Los Angeles 


LOS ANGELES—A reception was 
held at the new offices of Walter J. 
Stoessel, southern California general 
agent of the National Life of Vermont, 
in the Edwards & Wildey building. 
Karl G. Gumm, assistant superintendent 
of agencies, represented the home of- 
fice and assisted Mr. Stoessel and R. L. 
Ingraham, associate general agent, in 
receiving the guests. Souvenir half 
pints of real Vermont maple syrup 
were presented to guests. 

In the evening the agency was host 
to the members of the staff and their 
wives at a formal banquet at the Los 
Angeles Athletic Club, with Mr. Gumm 
as speaker. 

The new quarters are distinctly early 
American. The doorway is a replica of 
a residence in Montpelier, Vt., with a 
brass knocker and name plate. The in- 
terior of the suite is paneled through- 
out in maple and unfinished mahogany 
in early colonial style. 

The National Life, organized in 
1850, paid its first death claim in July 
of that year to the family of Rowland 
Allen, a Forty-Niner, who died at San 
Diego, while on his way to the gold 
fields of California. 

The Stoessel agency now ranks eighth 
among the company’s agencies and in- 
creased its paid business more than 21 
percent in the first six months. 

Mr. Stoessel is a native of St. Louis. 
He graduated from the University of 
Missouri and was class president on 
graduation. In 1921, on his discharge 
from the army he entered life insurance 
in Kansas City, Mo. In 1923 he be- 
came general agent for a New York 
company at Omaha, Neb., and in 1924 
went to Massachusetts and Vermont to 
take over those two states for the Con- 
necticut Mutual Life. Later he joined 
the National Life. 





Educational Program Found 
Highly Successful 


_ Considerable progress in educational 
lines has been made in San Francisco, 
according to N. F. Davis, chairman life 
insurance committee San Francisco Ju- 
nior College, which started a complete 
insurance course about a year ago. Mr. 
Davis said it was obvious an individual 
could not well be an expert in all 
branches of insurance, but there is de- 
mand for a working knowledge of vari- 
ous forms. Graduates of high schools 
ard colleges must have some special vo- 
‘cational training in order to compete 
successfully for jobs in the insurance 
‘business, he said. 

‘Insurance companies and managers 
cooperated splendidly and are keenly in- 
terested m the educational movement, 
Mr. Davis said, helping through an ad- 
visory committee of insurance execu- 
tives. They also aided in placing grad- 
uates. 

The curriculum was drafted with the 
idea of educational, vocational and so- 
cial values in mind, yet the cooperative 


program proved of paramount impor- 
tance. Students become candidates for 
the cooperative training, with part of 
their time spent in class room and the 
remainder in an insurance office. 

Insurance candidates are carefully pre- 
selected by means of tests which are in- 
tended to bring out student aptitudes, 
personality and temperament, as well as 
personal history. 





Must Register Policies 

Governor Olson of California has 
completed consideration of all the bills 
passed by the last session of the legisla- 
ture. He has signed the measure re- 
quiring out of state companies to regis- 
ter policies by Sept. 30. 





James S. Logan, district manager Na- 
tional Life of Vermont in Hollywood, 
Cal., accompanied by Mrs. Logan is on 
a motor trip in the east. 


NEW YORK 


JOINT COMMITTEE ORGANIZES 
The joint committee on insurance 


» laws authorized at the last session of 
| the New York legislature, organized last 
Friday by selecting Assemblyman R. F. 
Piper, as chairman; Senator W. H. 
Hampton, vice-chairman, and E. J. Con- 
way, secretary. The committee, as well 
as all other committees also recently 
formed, were urged by legislative leaders 
to begin work promptly and to whip into 
shape as quickly as may be such leg- 
islation or amendments to existing 
statutes as they might agree on, for sub- 
mission at the 1940 session. Assembly- 
man Piper was chairman of the joint 
legislative committee that recodified the 
insurance laws adopted by the legislature 
early in the present year, and which be- 
come operative at the beginning of 1940. 
It is taken for granted that the revised 
code, while admirable in many respects, 
has yet a number of shortcomings, a fact 
appreciated by the law-makers as well as 
insurance people, and proposals to 
amend certain of its provisions will be 
considered during the next few months. 

















L. 0. M. A. PROCEEDINGS 


The Life Office Management Asso- 
ciation, 110 East 42nd street, New York 
City, is now issuing its printed proceed- 
ings of the 1939 special conferences held 
in New York and in St. Louis. The book 
contains over 300 pages and is in bound 
form. The theme of the conferences was 
“Planning Policy Records for Current 
Needs & Future Growth.” 





MUTUAL TRUST NAMES LESTER 


Mutual Trust Life announces the ap- 
pointment of Lester I. Lester as general 
agent at New York City. With 21 
years’ experience in selling life insur- 
ance, Mr. Lester has had previous serv- 
ice with Prudential and Equitable So- 
ciety. After world war service he be- 
came a Prudential agent, then signed 
up with the Equitable in the old Weiller 











BUSINESS GOOD?.---or even poor! 


Security Mutual Life field men continue production 
with the aid of practical and effective sales helps. 


Any Security Mutual Life General 
Agent will be glad to tell you about our 
modern contracts and modern methods. 


Security Mutual Life Ins.Co. 


Frederick D. Russell, Pres. 


BINGHAMTON, N. Y. 














agency where he was a unit manager 
for seven years. For the past 7% years 
he has been assistant manager to An- 
drew Kakoyannis, Prudential ordinary 
manager. A large personal producer, 
he has also conducted educational 
classes from time to time. 





MYRICK AGENCY’S FIGURES 

The paid-for business of the Myrick 
agency of Mutual Life in New York for 
July was $1,842,689 as compared with 
$1,562,160, in July, 1938. For the year 
the paid-for business amounted to $8,- 
285,408 as compared with $11,481,963 for 


INDUSTRIAL 


C. I. O. Threatens 
the John Hancock 


NEWARK—The C.I.O. threatened 
the John Hancock Mutual Life office in 
Hoboken, N. J., to settle a dispute with 
them or face the alternative that “we 
shall be forced into action that the com- 
pany will regret.” This notification 
came from the Newark office of the 
C.I.O. and was issued as a warning to 
all other insurance companies that the 
C.I.O. was in the field to stay. 

The dispute in Hoboken resulted from 
dismissal of an employe. The C.I.O. 
stated the dismissal was because of 
C.I.O. activities of the employe, but the 
John Hancock’s manager stated the em- 
ploye was discharged for “lack of pro- 
duction.” 

Attempts to negotiate a similar occur- 
rence at the Orange, N. J., office of the 
same company were unsuccessful. There 
the C.I.O. officials said the employe was 
dismissed for union activities but the 
company officials denied that was the 
case. 














Bascom Baynes Chairman 


President F. P. Samford of the In- 
dustrial Insurers’ Conference has named 
Vice-president Bascom Baynes of the 
Home Security of Durham, N. C., as 
chairman of the Conference committee 
on membership. President H. A. Barth- 
olomew of the Continental Life of Wash- 
ington, D. C., also has been named a 
member of the committee, which includes 
Vice-president B.-Werkenthin, of the 
American National of Galveston; Presi- 
dent C. H. Taylor, of the Home Friendly 
of Baltimore; President R. A. Craig- 
head, Progressive Life of Atlanta, and 
A. F. Langley, assistant vice-president 
of the Carolina Life of Columbia. 


Knights Life Awards Diplomas 


At a regional meeting of the Knights 
Life at the home office in Pittsburgh, 
President J. H. Reiman presented 
diplomas to 29 students who had par- 
ticipated in the training course held 
under the auspices of the Pittsburgh 
Life Underwriters Association. 

A new district office, the fourth this 
year, has been opened in York, Pa. As- 
sistant Superintendent C. K. Henry of 
Reading has been promoted to superin- 
tendency in York. 








Home Beneficial Outing 


CHATTANOOGA—More than 200 
Tennessee agents, fieldmen and _ their 
families of the Home Beneficial were 
guests at a barbecue and all-day outing 
at Lake Winnepesaukah. 

The Chattanooga district was host as 
the results of its winning the contest 
for the largest increase (19 percent) in 
written business during the first six 
months. C. M. Bartholomew, Chatta- 
nooga, is district manager. 


_ Arthur M. Starkey, Prudential super- 
intendent at Evansville, Ird., has just 
rounded out 30 years service. He 
started as an agent at Owensville, Ind. 
He has served in Vincennes, Ind., Terre 
Haute, Ind., Louisville, Ky., Richmond, 


» doches. 








Ind., Cincinnati and Frankfort, Ky. He 
became superintendent in Evansville in 
1926. 

E. O. Brumble, American National at 
Palestine, Tex., has been made agency 
organizer. 


ASSOCIATIONS 


Strong Program for Toronto 


TORONTO-J. S. P. Armstrong, 
general chairman of the Ontario Life 
Underwriters convention Oct. 21 at the 
Royal York Hotel in Toronto, an- 
nounces that speakers will include Hol- 
gar J. Johnson, president National Asso- 
ciation of Life Underwriters; J. M. 
Gantz, Pacific Mutual Life, Cincinnati; 
Ward Phelps, Sales Research Bureau; 
I. S. Kibrick, New York Life, Brockton, 
Mass.; Paul Speicher, R. & R. Service; 
H. A. H. Baker, assistant general man- 
ager Great-West Life, and Gordon C. 
Cumming, general manager Monarch 
Life of Canada. 














Greenville, 8. C.—B. R. Langley, man- 
ager of Jefferson Standard, has been 
elected president, succeeding B. C. 
Wright, Southeastern, Life; Fred Gra- 
ham, New York Life, and F. L. Whitlock, 
Life of Virginia, vice-presidents; Harold 
McGee, secretary, and C. E. Stanfield, 
treasurer, both of New England Mutual. 

Mr. Wright announced the association 
is now first in ratio of membership in 
South Carolina, with a gain of 50 mem- 
bers. 


Missouri—Committee chairmen were 
announced by Jess W. Moore, Spring- 
field, new state president, following a 
two-day conference with state officers 
and presidents of local associations, held 
at St. Louis. Chairmen are: Education, 
W. L. Coonrod, Springfield: finance, V. W. 
Wiedemann, Sun Life, Kansas City; mem- 
bership, P. C. French, St. Louis; by-laws 
and legislation, G. L. Dyer, St. Louis; 
publicity, W. I. McBride, Columbia; pro- 
gram, Hugo Sparn, Sedalia; extension, 
Frank Vesser, St. Louis; sales congress, 
P. B. Turner, Home Life, Kansas City; 
past presidents, J. C. Callahan, St. Louis; 
golden anniversary, H. A. Hedges, Kan- 
sas City; women’s, Mrs. C. S. Fray, Kan- 
sas City; resolution, Glenn Hopkins, 
Hannibal; general agents and managers, 
Max Derryberry, St. Joseph; auditing, 
T. J. O’Mara, Joplin; reception, C. L. 
Scott, Kansas City. 

Piney Woods, Tex.—J. B. Cauthen, 
Lufkin, has been elected president. 
Other new officers are: Vice-president, C. 
B. Davis, Nacogdoches; secretary-treas- 
urer, Ben Merrett, Lufkin; national com- 
mitteeman, R. A. Kennedy, Lufkin; state 
committeeman, I. P. Russell, Nacog- 
Etra Barington and Jesse Tay- 
lor, Lufkin, are directors. 

Victoria, Tex.—President E. U. Robins 
has appointed W. R. Sasse, Great Amer- 
ican Life, as national committeeman. J. 
L. Barnett, Yoakum, Tex., Amicable Life, 
has been named state committeeman. 


Austin, Tex.—A. F. Ashford, president 
Western Reserve Life of San Angelo, 
spoke on “The Public Speaks.” 

Knoxville, Tenn.—New officers elected 
are President, Cameron Brackney, Lin- 
coln National; vice-president, Smith Ten- 
ison, Jr., Prudential; secretary-treasurer, 
Emmett Hoge, Mutual Benefit. Harry 
Watson, Connecticut Mutual, is retiring 
president. Bart Leiper, of the Provi- 
dent Life & Accident home office, spoke 
on “Building Prestige for the Life Un- 
derwriter.” 

Ft. Wayne, Ind.—The members held 
their summer picnic at the cottage of 
John W. Knorr, general agent Connecti- 
cut Mutual. The entire day was spent 
at the Crooked Lake cottage in northern 
Indiana. Golf, horseshoes, fishing, bad- 
minton, swimming, etc., were indulged 
in. 





A two-day regional conference of 
Minnesota Mutual Life was held at 
Blowing Rock, N. C., with representa- 
tives present from North Carolina, 
South Carolina, Virginia, Kentucky, 
Tennessee and the District of Columbia. 

The 15 leaders in submitted volume 
for the period from July 15 to Sept. 14 
in the E. F. White general agency at 
Dallas for the Connecticut Mutual Life 
will be guests of the agency at a fishing 
outing at Palacios, Tex., Sept. 15-17. 
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Sales Ideas and Suggestions 











Some Lessons Learned from 


Man Who Sold 


Calendars 





By THOMAS E. BERRY 
Hillsboro, Ohio 


1 listened to a calendar salesman and I 
learned some lessons thereby. After he 
left the store I hastily filled out a form, 
showing some of the chief features of a 
$5,000 endowment at age 65 policy; and 
another giving the same information 
about a $5,000 ordinary life policy, Then 
I waited until some customers had 
bought their groceries, and I stepped up 
to the counter and said to the merchant: 
“Life insurance is my line. ‘We insure 
the wise. That’s the slogan of my 
company.” 

The ade smiled and said, “That's 
a good slogan and I expect it is the wise 
people who buy life insurance, but we 
can’t handle any more now.” That was 
the first, “No.” “There will be about 
seven more before he buys” I thought 
and went on to my next point in the 
interview. 


Life Insurance Is_ 
Used as Estate Builder 


“You were wise in buying those calen- 
dars, for they will build good will for 
you and widen your trade center. They'll 
help you build your estate, but we'll 
help you to build, in a very few minutes, 
some of the estate you hope to have,” I 
explained. 

“You see life insurance is money that 
you contract for on the installment plan, 
and if you don’t live to complete all of 
the installments, it is self-completing. 
That’s the great miracle of life insurance. 
Is it any wonder that it is being bought 
today, in large blocks, by our best busi- 
ness men? 

“Go over to Washington and canvass 
the senators and representatives and 
you will discover that every one of them 
has large blocks of life insurance and 
that they are planning to add more,” I 
continued. 

“They’re as shrewd a group of men as 
you will find in America, aren’t they?” 

“Well, yes. I expect they are but they 
don’t make their money in a country 
store,” he parried. 


Life Insurance Can 
Help a Family Cause 


“We can help you in doing the very 
things for this dear little wife that you 
are most anxious to do for her, and at 
the same time we can provide you with 
a splendid savings plan through the 
years, for the time in life when you will 
have the least earning ability and the 
greatest need for money.’ 

I was following the tactics of the 
calendar salesman and sparring for an 
opening. I knew I had it for there was 
no answer to my last statement. Just 
thoughtful silence—the kind an alert life 
underwriter likes to see. 

‘This is what I would suggest for 
vou,’ I said, as I laid my explanation 
of an endowment at age 65 on the 
counter, 

“It is very simple. When you are 65 
years old we'll pay you $5,000. Think of 
the men you know who are 65 years old. 
yonldn t $5,000 be a wonderful thing for 

m? 

“Well, yes,” he replied and the little 
mie who had come to the counter to 
Cok at the proposition smiled a faint 
encouraging smile, and I knew she was 
on my side. I’d talked to her a few 


days before, when the husband was out 
of the store and she was well sold. 

é Let me digress long enough to remind 
you to lose no opportunity to explain 
your service to the wife, for she makes 
the final decision on many purchases and 





on most life insurance purchases written 
in the country. 

Then you select the policy. Don’t ask 
the prospect what he wants to buy, for in 
most cases he doesn’t know. You are 
the doctor, so you make the diagnosis 
and prescribe the treatment. 

You wouldn’t go into a doctor’s office 
and say, “Doc, I‘ve got a very bad pain 
in my stomach. Sell me that little pink 
pill up there on the shelf. The one with 
the blue wrapper on the bottom of the 
bottle. No. You wouldn’t do that. You 
would tell the doctor how you felt and 
he’d ask you questions so as to learn 
more about you; and he’d make the diag- 
nosis and prestribe the treatment. 
That’s what you’ve got to do as a life 
underwriter. And don’t be timid and 
apologetic about it, for you have the 
most wonderful medicine in the whole 
world, for our economic ills that we have 
or may have, if we don’t get a course of 
prompt treatment throtigh the years. 


Habit of Saving Is 
Regularly Cultivated 


The habit of saving regularly and sys- 
tematically through the years is worth 
more than what you save. That’s a true 
statement and one you can use often on 
any prospect. 

After I had explained most of the fea- 
tures of the $5,000 endowment at age 65 
policy I said: “You like that, don’t you?” 

“Well, yes,” was the answer that came 
after a pause of several seconds. 

I thought of my calendar salesman and 
pulled out the other form showing the 
$5,000 ordinary life and said: “You might 
like this one a little better.” 

The merchant and his wife looked the 
form over carefully and his wife said, “I 
like the endowment at age 65 the best, 
for I would like to think of Jim getting 
this money when he is old. 

“But the ordinary life costs less,” the 
merchant replied. 

“Yes, but it is worth less,” she ex- 
plained. You see when you are 65 you 
wouldn’t have as much money in the or- 
dinary life as in the endowment at age 
65, and that’s when you would need 
plenty of money. 


Deciding Which 
Policy He Will Buy 


Do you see where this method of clos- 
ing was taking the prospect. He wasn’t 
deciding the question, “Will I buy or 
will I not buy?” but he was deciding a 
miuch more important question—‘Which 
shall I buy?” 

“How much would $1,000 be in this 
policy?” the merchant asked, Then I 
gave him the rate on $5,000, $4,000, $3,- 
000, $2,500, $2,000 and $1,000. 

I wrote it all down in a neat column 
and before he had time to say anything 
I said, “I never like to write a policy for 
$1,000 for you leave the widow out in 
the cold. It takes at least $1,000 to pay 





the expenses of one’s last sickness, the 
doctor bills and to buy a tombstone.” 

Let me digress long enough to remind 
you to talk some death at this point in 
the sale. It is so easy to do it and it 1s 
very impressive. 

The merchant didn’t know just how 
much he ought to take but he didn’t 
think he could take over $1,000; but 
when I filled out the order for $2,000 and 
handed him the pen and the order to 
sign, just as the calendar salesman had 
done, he signed it, without saying a 
word. 

“Could you have our examiner check 
you over now? You're not very busy 
and I see he is in the office.” 

“No, I’ve got work on the books now 
and I expect I’ll be busy tonight,” he re- 
plied. 

“T could keep the store and you could 
go over after supper and be examined,” 
his wife suggested. He agreed to this 
arrangement and I called the doctor and 
made the appointment. 

I started out of the store and then 
said, “Oh. There .is one thing I forgot. 
Did you want to make the first deposit 
now or when the endowment comes in?” 


Paying the Premium | 
at Time of Application 


“What's the difference?” was his an- 
swer. (You'll always get that answer, 
and it is just the one you want). 

“Well. This isn’t just like other 
things you buy. You give me your 
check for the first deposit and I’ll give 
you this receipt, binding the company, 
and if I come back with the policy and 
you are sick, I can deliver it. 

“Then if you die before the policy 
comes and the examination shows that 
you are a standard risk, we'll pay your 
widow the $2,000. We had that happen 
in our company. We paid a claim for 
$3,000 and the policy was never written. 
The applicant was killed soon after he 
took the examination.” 

“How much is it?” 
asked. 

“It is $88.92. Just make the check 
payable to the Life Insurance Com- 
pany.” He gave me the check and I 
gave him the receipt, binding the com- 


the merchant 


pany. 

“Now hold on to that receipt. It 
might be worth $2,000 to your widow,” I 
said as I was leaving. 

“All right,” he said and slipped it into 
an envelope and put in into the safe with 
some other papers. 

Was he sold? I’ll leave it to you peo- 
ple who write life insurance. That pol- 
icy is on the books and he has added $2,- 
000 more to it. He doesn’t know it, but 
I heard this week that he is in a new lo- 
cation and doing very well, so he is go- 
ing to add to his insurance again, if he 
can pass an examination. There is some 
doubt about that. One can go out of the 
insuring class over night. I have seen 
that happen in my agency. 

This calendar sale accounts for at least 
$200,000 of business that I have written. 
I used it on the last case that I closed 
late in January of this year. 

Get familiar with this method of pre- 
senting life insurance estates, and this 
way of closing and work on a carefully 


National Income in 1938 


In 1938 the national income in the U. S. totaled $64,000,000,000, or 


$500 per man, woman and child. 


This is almost $8,000,000,000 or 11 percent below the recovery high 
in 1937, although it is higher than the income from 1931 to 1935 and 


slightly lower than the 1936 total. 


The national income in 1938 was $24,000,000,000 higher than the 
depression low of $40,000,000,000 in 1932 and $18,000,000,000 under the 
record total of $87,700,000,000 in 1929. 


—Source U. S. Department of Commerce. 


The method of estimating 


income figures has been revised so these figures can not be compared 


with those previously issued. 


Clip and paste on 3x5 card for your Fact File. 








selected group of prospects who have 
good health; who are good moral risks; 
who have an income; and who are ambi- 
ticus to get ahead, and you'll do business 


and it will stay on the books. 

Just one more suggestion. Make all 
of your recommendations as carefully 
and as conscientiously as if you were 
dealing with your own brother or your 
own sister or your most intimate friends. 
Your earnestness and your sincerity will 
be noted; it will be of great help to you 
in making the sale and in placing addi- 
tional insurance, through the years. 


RECORDS 


_ Indianapolis Life—Insurance in force 
increased $1,278,864 the first six months, 
bringing the total to $109,384,471. Assets 
increased $997,125 to $23,091,937, with 
$859,979 paid to policyholders and bene- 
ficiaries. Mortality for the six months 
continued very favorable, being 42.9 per- 
cent of the expected. New business 
exceeded the same period in 1938. 


Jefferson Standard Life—New life in- 
surance sold the first six months totaled 
$25,000,000, increase 14 percent, making 
the total in force $395,000,000. Assets 
increased $3,500,000 to $83,500,000, and 
$225,000 was added to surplus, bringing 
the total capital, surplus and contingency 
fund to $5,825,000. More than $3,000,- 
000 was paid to policyholders and bene- 
ficiaries. 


Ohio State Life—New business writ- 
ten the first six months of 1939 in- 
creased 17 percent. Insurance in force 
is now the greatest in the 33 years his- 
tory of the company. In commemora- 
tion the field force last week observed 
loyalty week. 


Ohio National—July business of 
$3,600,000, was the best of any previous 
July in history. Paid business July 31, 
$648,000, broke all records for a single 
day with the exception of those in the 
special president’s month campaign. 

American Mutual—Spurred on by a 
sensational finish to a 45-day baseball 
contest, the most successful in its his- 
tory, agents wrote 71 percent more 
business in July than a year ago, ex- 
ceeding all previous records for the 
month and bringing the total increase 
for the year to date to 24 percent. 

Agents were divided into 12 teams, 
and then into two leagues—the “Amer- 
ican” and the “Mutual.” 

In the contest, the agencies of R. M. 
Threlkeld at Cedar Rapids and C. A. 
Gustafson at Marshalltown, Ia., paired 
together as the “Senator” team, beat 
the “Tigers,” a team made of all Des 
Moines and Springfield, Mo., agents, in 
a “Mutual League” race not decided 
until the last game of the season. 

Leading hitter and producer of the 
largest volume was P. H. Luin, Des 
Moines general agent. Leader in triples 
(applications of $3,500 to $5,000) was 
Otis E. Groom of the Des Moines 
agency. C. A. Gustafson, Marshall- 
town, won the title of leading pitcher 
for the largest number of applications. 

; McMahon, general agent at 
Waterloo, was second in this division. 

William WV. Power, San _ Francisco, 
northern California general agent Con- 
necticut Mutual Life. In the first five 
months the agency tripled its produc- 
tion of new business. 

Paschall-Gist, home office general 
agency Pacific Mutual Life, Los An- 
geles. Gain of 77 percent for first six 
months. 

T. Howard Groves, Portland, Oregon 
manager Equitable Society—19 percent 
increase in paid volume and 15 percent 
in premiums for first six months. Fifth 
consecutive year in which all past agency 
records have been exceeded. Average 
size policy increased almost $500. 
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NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 
Digest” 
PRICE, $5.00 and $2.50 respectively. 


Supplementing the “Unique Manual- 


and “Little Gem,” Published Annually in May and March respectively. 





Rates of New Forms 
of Central Life, Ia. 


Premium rates for the new Central 
Life of Iowa participating policy forms 
are given this week. The “100-75-50” 
plan, an ordinary life or 20 pay life 
plan, at ages 60 or 65, provides the bene- 
ficiary $100 a month the first year, $75 
a month the second year and $50 a 
month the third year as a readjustment 
fund. Then there is the “50-345” plan 
which at ages 60 or 65 provides the 
beneficiary $50 a month for the third, 
fourth and fifth years. 

In addition, Central Life is issuing 
the new “500-50” form which provides 
$500 at death and $50 a month for two 
years, thus supplying a cleanup fund 
and salary continuance. 

Premium rates for these contracts are 
given at quinquennial ages in the table 
below, the columns 1, 2, 3, 4, 5 and 6, 


respectively, showing rates for the 
“100-75-50” ordinary life and 20 pay, 
the ‘50-345’ ’ ordinary life and 20 pay, 
and the “500-50” ordinary life basis and 
20 pay. 
1 2 3 4 5 
Age $ $ $ $ $ 
15 48.49 68.80 27.15 42.96 27.84 44.04 
20 48.02 73.93 29.98 46.16 30.74 47.33 
25 58.69 80.05 33.53 49.98 34.37 51.24 
30 60.93 87.39 38.05 54.57 39.01 55.94 
35 70.26 96.30 43.87 60.13 44.98 61.65 
40 82.49 107.42 51.51 67.07 52.81 68.76 
45 98.90 121.68 61.76 75.98 63.31 77.90 
50 121.19 140.75 75.67 87.89 77.5 90.10 
55 151.79 166.99 94.78 104.28 97.17 106.90 





John Hancock Issues New 
Series of Juvenile Forms 


John Hancock Mutual Life has pro- 
duced two series of juvenile policies. 
They are issued on the endowment at 
85, 20-payment life, 20 year endowment 
and endowment at age 65 plan. The 
death benefits are graded from $50 to 
$1,000. In New York, the form in- 
creases to $400 and remains flat there- 
after until the 11th year when it in- 
creases to $1,000. 

Herewith are the rates for these forms 
in states other than New York. 


Ené@. 20Pay 20Yr. End. 
Age 85 Life End. 65 
» «soo 12.49 20.83 44.81 13.59 
 veshun 12.68 21.24 45.58 13.83 
 Stvowe 12.91 21.66 46.02 14.13 
S eseus8 13.11 21.96 46.24 14.40 
Duce ae 13.30 22.23 46.38 14.65 
». acawes 13.51 22.51 46.49 14.93 
OS Sexsew 13.75 22.82 46.60 15.22 
.  ae<aee 13.98 23.12 46.70 15.59 
het 14.23 23.45 46.79 15.86 
Datos 14.49 23.76 46.87 16.19 
Herewith are the rates for the new 
forms in New York 
End. 20 Pay 20Yr. End. 
Age 85 uife End. 65 
D sens ue 2.00 20.02 43.99 13.09 
St ccweuts 12.16 20.38 44.71 13.30 
Se seewet 12.37 20.75 45.11 13.58 
Bi 5a was 12.54 21.01 45.29 13.81 
Se asauee 12.72 21.25 45.40 14.05 
BS icaeee 12.90 21.49 45.47 14.29 
CS - saaene 13.17 21.87 45.65 14.63 
a. ieee 13.50 22.33 45.90 15.04 
BS . «esses 13.87 22.87 46.21 15.49 
met 14.29 23.45 46.56 16.00 
BO) gthsas 14.74 24.09 46.95 16.53 


Pacific Mutual Life Revises 
Its Retirement Annuity 


The retirement annuity contract of 
Pacific Mutual Life has been revised. 
The new provisions include two matur- 
ity options, monthly income at ages t 


other than originally selected and lib- 
eralization of death benefits. 

Cash surrender values under the new 
contract will be the same for all ages 
at issue representing an important de- 
parture from former provisions, and are 
increased. 


Contracts will be issued 








either on the income-unit basis, with 
premiums calculated to produce an in- 
come at maturity in units of $10 for ten 
years certain and life thereafter, or on 
the premium-unit basis, with an annual 
premium-unit of $100. 

Formerly only one option, 100 months 
certain, was available. Now 120 months 
certain may be elected, or a life an- 
nuity. There are changes in the rates, 
these ranging somewhat higher, but the 
advance being offset by the fact the in- 
come certain will be paid for 20 months 
more than in the past. 


Dividends Are Increased 


Dividends are increased. These con- 
tracts are issued only on participating 
basis. Death benefit now is the mini- 
mum premium paid, plus in later years 
an interest factor. The premium waiver 
provision will continue to be issued 
upon request. The provision of priv- 
ilege of conversion to life insurance is 
retained. 

Premium rates, values, dividends and 
income payable are shown in the tabu- 
lation below: 


Per $100 
Annual Prem. 


Mon. Inc. Per 
$1,000 Cash Val. 


. ° ‘ > 

bal > 9° < = 
i Q a 3 o @ 5 
ta es : : =z oO a 

& : 

ss ; | = 5 & 
cs) 5 3) vi o al o 
P= S ° 6 oo o = 
Q < < 6) <q = 4 
1 $0.41 $0.41 $56 40 $4.05 $4.09 
2 1.08 1.50 148 41 4.11 4.15 
3 1.78 8.33 245 42 4.17 4.22 
4 2.52 5.97 346 48 4.24 4.29 
5 3.27 9.45 449 44 4.31 4.37 
6 4.05 13.83 556 45 4.88 4.45 
7 4.86 19.17 667 46 4.45 4.53 
8 5.69 25.58 781 47 4.53 4.62 
9 6.54 32.96 898 48 4.61 4.71 
10 7.41 41.52 1,018 49 4.70 4.81 
11 8.33 51.30 1,144 50 4.79 4.91 
12 9.27 62.37 1,273 51 4.88 5.01 
13 10.24 74.79 1,406 52 4.97 5.12 
14 11.24 «= 88.65 (1,543 53 5.07 5.24 
15 12.26 104.01 1,684 54 5.18 5.37 
16 13.32 120.97 1,829 55 5.28 5.50 
17 14.41 139.61 1,979 56 5.39 5.63 
18 15.53 160.03 2,133 57 5.51 5.78 
19 16.68 182.31 2.291 58 5.63 5.93 
20 17.88 206.57 2,455 59 5.75 6.09 
21 19.10 232.90 2,623 60 5.88 6.26 
22 «20.37 «261.42 2,797 61 6.01 6.44 
23 21.66 292.23 2,975 62 6.14 6.63 
24 23.00 325.46 3,159 63 6.28 6.83 
25 24.89 361.24 3,349 64 6.42 7.05 
26 25.81 399.69 3,544 65 6.57 7.27 
27 «27.27 440.95 3,745 66 6.71 7.51 
28 28.78 485.16 3,952 67 6.86 7.76 
29 30.34 532.48 4,166 68 7.02 8.03 
30 31.94 583.06 4,386 69 7.17 8.32 
35 40.86 890.68 5,587 70 7.32 8.62 
40 50.83 1,307.27 6,980 71 7.48 8.94 
45 62.59 1,861.40 8,595 72 7.68 9.28 
50 76.22 2,588.37 10,467 73 7.78 9.64 
55 92.02 3,531.55 12,637 74 7.93 10.03 
60 110.34 4,744.24 15,153 75 8.08 10.44 





Washington National Has 
Family Maintenance Plan 


Washington National has announced 
a family maintenance plan that may be 
written in conjunction with any of its 
permanent forms of ordinary policies. 
Term insurance is written for periods 
of 10, 15 or 20 years to produce $10 
monthly income for a like number of 
years after death providing death oc- 
curs during the term period. Part of 
this $10 is paid from interest on pro- 
ceeds from the basic policy, which pro- 
ceeds become payable in cash at the 
end of the income period. 


Premium Later Reduced 


Should the insured survive the term 
period the premium is reduced by the 
amount of this term portion and the 
basic policy continues. This term por- 
tion may be converted on the same basis 
as regular term policies. The minimum 
policy is $2,500 of basic insurance and 
term to provide $25 per month. Sam- 





ple rates for the family maintenance 
benefit are: 


10 15 20 

Year Year Year 

Age Plan Plan Plan 
| Oe eo $ 5.87 8.27 $10.43 
PAD Psd per aieeratese team 6.11 8.69 11.09 
ot WES eer A 6.48 9.35 12.13 
aera 6 braves wceees 7.06 O40. .o*gstenis 
BD eccacetitelerets ws Boe mew | Haein 
RO! aoa tuna einen EB mmm 





California-Western States 
Has New Non-Par Rates 


The new non-participating rate sched- 
ule of California-Western States Life re- 
flects, in general, moderate increases at 
the middle and older ages. Herewith 
are given the new rates at quinquennial 
ages in a few of the forms: 





2 
‘ o 
L _ 
ray Poe : fo) a 
o ad pepe 3 tie 
i) S & s os al 
<¢ a ae ad As 
10 12.69 19.84 42.71 — osiete 
15 13.76 21.24 42.92 ae Ae 
20 15.12 23.17 43.21 Aa wee 
25 16.84 25.36 43.61 9.59 8.25 
30 8§=619.22 27.97 44.18 10.82 8.43 
385 22.36 31.30 45.03 12.44 9.05 
40 26.54 35.27 46.43 14.82 10.60 
45 32.20 40.30 48.81 18.10 13.46 
50 840.01 46.99 52.88 22.90 18.25 
55 50.37 55.64 59.13 29.38 25.88 
60 64.61 67.59 69.11 39.90 sate 
65 85.04 Scare ae Stag 
*After 5 years premiums double those 
shown, 





Bankers in Salary Saving Field 

DES MOINES—Bankers Life of Des 
Moines has inaugurated a new salary 
savings plan. It is available for all of 
the regular policies, except five and ten- 
year term. At least 10 applications to- 
talling $20,000 must be secured to set up 
the plan. 


— Pink 
Chief Speakers 


(CONTINUED FROM PAGE 1) 


ter the trust. The Massachusetts sav- 
ings banks life insurance scheme was 
being developed in Massachusetts about 
the time that the Equitable had invented 
group insurance. The Massachusetts 
savings banks have about $125,000,000 of 
low cost insurance in force, much of 
which is held by persons of ample means 





who took advantage of the opportunity 


to get their insurance at low rates. 
Today there is in force $13,000,000,000 
of group insurance, more than $2,000,- 
000,000 in the Equitable. 


Government Not a Cure All 


In conclusion, President Parkinson 
said: “Institutionally, we realize our re- 
sponsibility as we face our problems. 
We do not expect someone else to 
solve those problems or carry those re- 
sponsibilities. We accept the challenge 
as our predecessors, in the administra- 
tion of our society, accepted theirs. We 
have progressed in every way, even 
since our 75th anniversary in 1934, not- 
withstanding the disturbed conditions 
with which we in common with all other 
business have been confronted. We do 
not and we know that we need not look 
to the government to solve our prob- 
lems. The government cannot cure our 
economic ills. The government exists 
to serve in a limited sphere. It is our 
job to do the daily work and steer a 
sound course. If we in the business 
world do this with confidence in the 
long-term results, we shall in the fu- 
ture as in the past prosper and grow in 
capacity to serve and the government 
will fall in behind where it belongs 
and follow us. 


Responsibility on Men 


“Government cannot cure our eco- 
nomic ills. Government may master 
business men, but it cannot take the 
place of business men. Government 
may, and sometimes does, stifle initiative 





and dry up the incentives of business 
men, but government cannot do the job 
which has been and still is the job of 
business men. Perhaps we have made 
the mistake of looking too much to gov- 
ernment for the solution of our eco- 
nomic problems. The solution of those 
problems is the responsibility of men 
of character, intellect and a sense of 
service to mankind, and those men are 
the product of and are engaged in free 
enterprise.” 


Superintendent Pink’s Talk 


Superintendent Pink said that before 
the Armstrong investigation, life insur- 
ance was not free from serious faults 
and defects. It was purged, it is honor- 
ably managed and has become a pro- 
fession and a public trust. He said 
that the producing forces are an essen- 
tial part of the business. The duty of 
the agent is not merely to sell insur- 
ance; that is but the beginning. The 
insurance must be preserved, the policy- 
holder should receive constant advice 
and when it is desirable that insurance 
be altered or changed the agent must 
not only be competent but willing to 
advise such changes irrespective of 
pecuniary rewards. He said if the 
agents do their full duty then no one 
will have to worry about outside ad- 
visers. It is not so important how much 
insurance a man sells, Mr. Pink as- 
serted, as it is that whatever he sold is 
the right kind and properly distributed. 

In the United States the history of 
insurance as a subject of higher edu- 
cation dates back only to 1904. In that 
vear an instructor of insurance was ap- 
pointed in one of the large universities, 
It was the first such post in any college 
in the country. Today there are about 
100 colleges which have courses on in- 
surance. Insurance has become, he said, 
part of the educational system because 
it is a subject of great social and eco- 
nomic importance. 


Examination of Agents 


Mr. Pink referred to the fact that ir 
the revision of the New York insurance 
law provision is made for the first time 
that a life agent must take a written 
examination. He thinks this is a step 
in the right direction. It will help to 
weed out some who are unfit. The need 
for professionalizing the producing 
forces, he said, cannot be stressed too 
often. Professionalization, he added, 
cannot be accomplished by statutes or 
merely by a desire. For agents, pro- 
fessionalization can only result from 
years of effort, study, conscientious ap- 
plication and devotion to the higher 
ideals of life. 

There were about 2,000 at the dinner 
at the Waldorf-Astoria in New York 
City. The ballroom was beautifully dec- 
orated. The diners not only filled the 
ballroom but the outside corridors. Af- 
ter President Parkinson gave his talk 
he introduced the directors who were 
present. John Bassett Moore, one of 
the directors, said that this is not the 
first time conditions in this country 
have been in bad shape. He quoted 
from a speech by Calhoun in 1837, 
which would describe, he said, very well 
conditions as they are today with the 
country heavily in debt, a great deal of 
unemployment, etc. He reminded his 
listeners that the country had pulled out 
of that depression, survived several 
panics and wars and he said that will 
be the history of the present depression. 





Cantrell Resigns Denver Post 


Balie T. Cantrell, for the past two 
years manager home office agency Capi- 
tol Life of Denver, Colo., has resigned. 
Mr. Cantrell has not announced any 
future connection and plans to stay in 
Denver. He is the president of the 
Denver C.L.U. 





Southern California Manager H. S. 
Standish of Sun Life has installed in his 
office the golf trophy offered by the Sen- 
iors Golf Association, which he won with 
a net score of 66. The trophy is an onyx 
based electric clock. 
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WHAT MAKES AMERICANS 
DIFFERENT ? 


Maybe its their love for freedom. Freedom and 
the courage to hold on to it at any cost. Free- 
dom from worry and uncertainty. Security. 
Seven out of every hundred people in the 
world are Americans—yet they own more Life 
Insurance than all the rest of the world put 
together. Sixty-five million are building secur- 
ity for themselves and their loved ones the 
American way, step by step, through Life In- 
surance. 


Perhaps that is why Americans are different 
and America the grandest spot on the globe. 
A great nation, a better nation for its people 
dwell in security. Security through Life Insur- 
ance. 


Are you interested in that profession? Then 
you will find it pays to be friendly with 








FRANKFORT 





PEOPLES LIFE INSURANCE CoO. 


INDIANA 


“The Friendly Company” 





‘Do You Want 
A General Agent’s Job ? 


Financing and Commission 
e 
You must be able to— 
1. Write personal business of a substantial amount. 
2. Attract good men. 


3. Educate them in the fundamentals’ of life insur- 
ance underwriting. 


4. Successfully demonstrate to them the writing of 
life insurance. 
®& 


Openings in the following states: Iowa, Illinois, 
Indiana, Ohio, Missouri, Oklahoma, Kansas, Nebraska. 


If interested, write immediately to 


Kart B. Korrapy, Vice President 
Director of Agencies 


ILLINOIS. BANKERS LIFE 


Assurance Company 
MONMOUTH, ILLINOIS 


LIFE ACCIDENT HEALTH 
































Tue endless procession of great events and distin- 
guished guests at this famous Washington hotel, never 
fails to thrill the discriminating travelers seeking a 
standard of service which conforms with their individual 
requirements in comfort, hospitality and services. That 
is why they make The Mayflower their home when 
visiting the Nationa] Capital. Rates are no higher than 
less finely appointed hotels. 


AIR CONDITIONED BEDROOMS 
RESTAURANTS AND LOBBIES 


Single Rooms from $4 Double Rooms from $6 
All with bath, of course 


The (ILAYFLOWER 


WASHINGTON, D. C. 
R. L. Pollio, Manager 














Throughout the past 88 years the Massachu- 
setts Mutual has earned a reputation for able, 
progressive management, and sympathetic un- 
derstanding of its policyholders’ problems. 
The company has ever been alert to the modern 
trend and has kept its judgment flexible, con- 
stantly adjusting itself to meet new problems 
of protection and conservation. 


— Masachusetly Matuab 


LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Bertrand J. Perry, President 



































LIFE VIEWS IN THE NEWS 


This recently graduated class in fraternal life insurance of the University of gress, and E. M. Hosman, director of the University. They are, reading from left to 
Omaha is believed to be the first college class ever held in America on such a_sright: 
D. D. Macken, Hugh Hickox, Eugene Pakes, J. M. Sturdevant, Dr. H. B. Kennedy, 


subject. 
Seated are the persons who served as instructors, as well as Mrs. Dora A. Tal- Farrar Newberry, Mrs. Talley, Mr. Hosman, J. A. Blaha, R. E. Miller and H. L. Rosen- 


ley, president of the Woodmen Circle and past president National Fraternal Con- blum. 


(Left) Howard 
W. Kacy, vice- 
president - gen- 
eral counsel, 
bidding good- 
bye to Lloyd 
K. Crippen, 
vice - president- 
actuary, as 
Acacia Mutual 
Life special 
convention train 
leaves for Sun 


Valley, Ida. 
A large crowd cheered as the special 


train carrying the qualifiers for the Aca- 
cia Mutual Life’s convention of quality 
agents pulled out of the Silver Spring, 
Md., station bound for Sun Valley, Ida. 


Cleveland’s 1940 national convention 
committee invites the National Associa- 
tion of Life Underwriters to Cleveland. 
In the foreground reading from left to 
right are Seth A. Bardwell, general agent 
Lincoln National Life; Henry G. Wisch- 
meyer, national executive committeeman 
and general agent John Hancock Mutual: 
Ross M. Norris, vice-president Cleveland 
association and general agent Security 
Mutual Life; George H. Thobaben, man- 
aging director Cleveland association: 
Rene P. Banks, chairman 1940 national 
convention committee and general agent 
Penn Mutual; Miss Ruth C. Rudy and 
Mrs. Kathryn Hyde, hostesses 1940 na- 
tional convention; and Warren H. Smith. 
past president Cleveland association and 
general agent for the Northwestern Na- 
tional Life. 


In the background and to the left is 
Cleveland's famous Terminal Tower 
building with its observation tower on 
the 42nd floor. To the right and in the 
background, Cleveland’s Municipal Sta- 
dium with a seating capacity of 100,000. 
where the American League recently 
initiated night baseball. 





